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| Honor Guedsa at Braid Rapids pids| Cap Sa jen i in Solemn 


WILLYS SALES 
SHOW BIG GAIN 
FOR FEBRUARY 


Increases in Some Cities 


600% Over February 
Last Year 


OLEDO, O., March 18.— 

February car registra- 
tions from a number of lead- 
ing cities show increases in 
Willys-Overland sales rang- 
ing from 25 per cent. to more | 
than 600 per cent., compared 
with the same month of last 
year, according to a statement 
issued here today by sales ex- 


ecutives of the Willys-Over-| NORMAN DE VAUX (left), 
land Company | Corporation, and Col. E. J. Hall (ri 


With 389 sales, Detreit shows an 
Increase of 663 per cent. over Feb- | 
ruary, 1930, placing Willys-Over- | 
land in third position in the indus- 
try in that city; St. Louis eee 
a gain of 144 per cent., also ratin 
third place; sale of 324 cars in Cin-| 
cinnati (Hamilton county) wave 2 
gain of more than 700° per 
placing Willys-Overland in ay 
position in total sales; Indianapolis 
showed a gain of 129 per cent., for 
third place; Toledo, first place w 
an increase of more than 100 
cent; Sioux City gained 350 per aa, | 
to tie for first place with another | 
manufacturer; Louisville increased 
its sales 150. per cent. for another 





‘AUBURN ADDED 
122 NEW DEALERS — 
DURING FEI EBRUARY 


| Total Win te ieani 1 Is 
255; Largest in History 
Of Company 


mq | 


} 
} 
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PENNSYLVANIA FACTORY 


UBURN, Ind., March 18. | 


— Auburn added 122 
EMPLOYMENT INCREASES 


|dealers in February of this) 
year, a record for any simi- 
lar month, N. E.-McDarby, | 
vice-president in charge of | 
sales, announces. New deal- 
ers for March are being added | 


at the rate of nine daily. 
Since January 1 the company has 

|; added 255 new dealers and distrib- 
utors, bringing its distributing or- 


March 18.—Factory 
employment, working time and 
wage payments in this state in- 
creased by a larger amount than}! 
usual in the period extending from 
the middle of January to the mid- 
dle of February, according to in- 
dexes of the Philadelphia Federal | 
Reserve Bank. The gain in employ- 
ment over January was 1.5 per cent. 
and that in employee-hours worked 
and wages paid was 3 per cent. 


Philadelphia, 





(Continued on Page 2) 


J. Hall, 
'selection of Grand Rapids as | 


Late News Flashes 


Detroit, March 18.—President W. J. McAneeny of Hud-| 
son-Essex, accompanied by Chester G. Abbott, merchandis- | 
ing director, and C. C. Winningham, a director, have left to. 
address Hudson-Essex distributors, dealers and salesmen in 
Rochester, Utica, New York and Philadelphia this week. 


Detroit, March '. nheneemieed that Dodge Trucks | 
and Chrysler Imperials will be built in the Chrysler No. 1 
plant in Windsor disposes of the report Chrysler is plan- 
ning to sell No. 1 plant to other automotive interests seek- 
ing a manufacturing foothold | in the Dominion. 


Belgrade, Jugo- Seite. Bareb 18.—F ord plans for the 
erection of an assembly plant in Jugo-Slavia have recently | 
been canceled, due to a disagreement with government 
officials here. 





ao © + 
Paris, France, March 18.—Ford Motor Company of | 
France has declared a dividend of 124, per cent. on out-| 
standing capital stock. A year ago a dividend of 10 per 
cent. was declared. Net profits for the year ended Decem- 
ber 31, 1930, were 35,200,000 francs, compared with 34,536,000 
francs i in 1929. 





lthe De. Vaux - Hall 


peesonnnerete 
| TO 
| Sparks from Detroit 


| Editorial: 


president of the De Vaux-Hall Motors 


ght), in charge of engineering, will 


be guests of honor tomorrow night at a testimonial dinner tendered 
by he~ Grand Rapids Cha Chamber of Commerce 


‘MOTOR LEADERS. 
TO ATTEND DINNER 


FOR DE VAUX- HALL' 


300 Guests From Trade 
And Press Gather at 
Grand Rapids 


By CHRIS SINSABAUGH 
RAND RAPIDS, Mich., | 
March 18.—Three hun- 
|dred of the most prominent 
edhenae men of this enter- 
prising city, many of the lead- 
ing lights in the automobile | 
industry, and representatives 
|of the big daily newspapers 
‘and magazines from all sec- 
tions of the country will 
attend the banquet tomorrow 
night given by the Associa- 
|tion of Commerce in honor of 
| Norman De Vaux and Col. E. 
to commemorate the | 


the site of the major plant of 
Motors | 


- 


| occupied the post 


|/named to the board of directors at 





Corporation. 
The size of the banquet hall is 


(Continued on Page 2) 
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1,200 used car sales yearly is 
dealer’s record 
“The Personal Touch,” 
Page 4 
Contemporary comment 
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Making coal deliveries profitable, 
Page 8 
Pennsylvania car sales show spurt 
in February 
Motor bus threatened by unfair 
state taxes.. 
REFERENCE TABLES 


Current prices of passenger cars, 


| the corresponding month last year, 
| according to registration statistics 





Page 6 
umulative new passenger car reg- 


Cc 
istrations for February. Pages 10, 11 


Top 150,000, Making 
Good Gain Over Jan. 


Estimate, Based on Returns From 22 States and D. C., 
Indicates Better Upturn Over Preceding 
Month Than Expected 


N* SW YORK, March 18. —Registrations of new passenger 
cars in the United States in February exceeded 150,000 
by a good margin, showing a good seasonal increase of about 
20 per cent. over the preceding month and a decline of about 
29 per cent. from February of last year, according to an 
estimate based on the returns from twenty-two states and 
* District of Columbia. 

The retail sales of new cars in 


CA, FR OeP I gt ccrcrtane  oreens. tees mashan 
SALES FOR DURANT | amounted to 62,260, as against 49,351 


jin the preceding month, a gain of 
| 26 per cent., and comparing with 
92,913 in the same states in Febru- 
ary of last year, a decline of 32 
| per cent. 

The gain in sales, as indicated by 
the returns thus far received, was 
greater than had been expected. 
The returns from the first eight 
je to report for February re- 
| ported a gain of only 9.8 per cent. 

It is apparent from these figures 
that cross currents are at work in 
the February registration statistics 
and for that reason it is difficult to 
determine what the final total for 
|}the month will show. If all the 
| States show the 26 per cent. over 
| January that was shown in the 
of sales manager with Reo from) states that have reported thus far, 
November 1, 1925, until August 4,/the total for the month would ap- 
1928. He succeded Robert C. Reu-/| proach 160,000. On the other hand, 
schaw, who also became affiliated if the remaining states show the 
with Durant Motors when he was | same decline from last year as those 
| that already have reported, the total 
for the month would be around 
143,000. 

Allowing for a reasonable adjust- 
ment in both the rate of increase 
over January and the decline from a 
year ago, as shown by the states 


Lansing, Mich, March 18.—Clar- 
ence A. Triphagen, former sales 


head for the Reo 
Motor Car Com- 
pany, has been 
named general 
sales manager of 
the Durant Mo- 
tor Company, ac- 
cording to an- 
nouncement by 
Hal W. Alger, 
general manager. 

The new Du- 
rant sales. chief 


i 





C. A. Triphagen 


ithe time of the corporation's reor- 
ganization under William C. Durant 
last fall. | 

Before taking over the Reo sales 
managership, Triphagen had been 
associated with the selling division, | 
had been manager of the Detroit from which returns have been re- 
branch of the Reo Motor Car Com- | ceived, it is pretty apparent that 
pany, now known as Reo Michigan} sales will pass 150,000, probably 
Sales, Inc., and had been assistant | 
general sales manager. 


New England and Pacific 
Set New Truck Sales Pace 


EW YORK, March 18. — Setting 
the pace for the rest of the 
country, New England and the Pa- 


(Continued on Page 2) 


Sales in all sections of the coun- 
try were greater in January than 
in the final month of last year, the 
cific Coast in January registered | largest increase taking place in the 
more new commercial cars than in| Rocky Mountain region. In _ this 
section of the country the new truck 
registrations in eight states aggre- 
gated 1,447 in January, as against 
| 657 in December, a gain of 120 per 
cent., and comparing with 1,681 in 
January, 1930, a decline from a year 
ago of 13 per cent. 

Retail sales of new commercial 
cars in January in the group of 
|} States in the East amounted to 
| 5,147, as against 6,045 a year ago, a 
decline of 14 per cent., and com- 
paring with 4,629 in December, a 
gain of 11 per cent. 

In the South, with the two states 
yet to be heard from, registrations 
| were 5,086, as against 4,110 in the 
preceding month, an upturn of 23 
per cent., and comparing with 7,632 
in the same states a year ago, off 32 
This was the most severe 


now available from all states except 
Georgia and Louisiana. 

Complete figures for the month 
will not be available for another | 
ten days because of delays in the} 
two southern states named above. 

Retail sales of new trucks in the 
six New England states in January 
amounted to 1,293, as compared with 
1,135 in the corresponding month of 
last year, an increase of 14 per cent. 
The January total compared with 
995 in December, a seasonal unturn 
of 30 per cent. 

In the three states bordering on 
the Pacific commercial car regis- 
trations were 2,680, as against 2,632 | 
in January of last year, a gain of 
2 per cent. The January total com- 
pared with 2,128 in the preceding 
month, an upturn of 26 per cent. 





per cent, 


(Continued on Page 5) 
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MOTOR LEADERS 
TO ATTEND DINNER 
FOR DE VAUX-HALL 


(Continued From Page 1) 


the enly fly in the ointment. There 
are more than 1,000 applications for 
dinner tickets, but, unfortunately, 
enly 300 can be accommodated, and 
it’s going to take a good-sized shoe- 
hern to get them all seated, 

Grover Good is to be toastmaster 
and the principal to 
be Senator Vandenburg of Michigan 
Norman De Vaux, Col. E. J. Hall, 
and B. C. Forbes, nationally famous 
as a writer on business subjects, a 
“natural” when it comes to stress- 
ing what it means to have Grand 
Rapids selected as the manufactur- 
ing base of this new concern. It 
will be $10-a-word stuff. 

Newspaper and magazine 
here for the De Vaux dinner were 
given a first demonstration of the 
new De Vaux 6. Norman De Vaux. 
Colonel Hall and Earl Cooper, vet- 
eran speedway king. all acted as 
drivers. In clock watch tests, speeds 
of five to sixty miles an hour in 
second gear were made in twenty 
seconds, and eighty miles per hour 
registered over a measured course. 

From outside the city and repre- 
senting the industry itself at the 
banquet table will be such promi- 
nent men as: C. O. Miniger, presi- 
dent of Electric Auto-Lite; Presi- 
dent W. R. Angell and Sales man- 
ager L. J. Kanitz, of Continental 
Motors; A. A. Henniger. president 
of New Process Gear; G. Woodhead, | 
president of Truscon Steel: Roy | 
Kerby, president of Durant Motors 
of Canada, and J. R. Miller, presi- 
dent of the National Fibers Auto- | 
motive Company. 

Checking over the newspaper rep- 
resentation, we find that James H. 
Ford of the Herald-Tribune, Bur- 
ton Brown of the Sun and William 
Butler of the. Post are coming all 
the way from New York, while the 
Detroit representation includes Wat- 
son of the News, Ross of the Times 
and Webb of the Free Press. Chi- 
cago, naturally, will send Berming- 
ham of the Times, Robins and Con- 
way of the Post, Braden of the News 
and Copeland of the Herald and 
Examiner. 

Among the magazine men will be 
George W. Cushing. former Graham- 
Paige advertising manager and now 
of the Cosmopolitan. and George 
Wiley of True Story. Of course 
there will be the writer for Automo- 
tive Daily News. What a job Jim 
Houlihan and Al Waddell are going 
to have looking after the gentlemen 
of the press. 

Its to be hoped that General 
Sales Manager R. H. Mulch will be 
given an opportunity to tell of the 
progress being made by De Vaux- 
Hall; how he has 8,000 orders on the 
books and actual! production not yet 
started; how more than twenty-five 
distributors have been appointed at 
leading points in this country and 
ten more in foreign countries; how 
the new plant here, which goes into 
production the first week in April, | 
hopes to build 1,900 in the first 
month, with Oakland contributing 
another thousand: how he expects 
to step this up 3.500 here and 1,000 
tm California in May. 

Looking around the city today, the 
writer discovered that Haves Body 
already is in production on _ the 
bodies for the De Vaux, 250 men 
working. and that the first body 
shipment to the Oakland plant went 
e@ut the other day. 


INDIA TIRE REPORTS 


speakers are 


editors 


SALES AT RECORD PEAK 


Akron, O., March 18.—February 
sales and production of the India 
Tire and Rubber Company broke al] 
previous records for that month, 
company official states. 

Production is running on a weekly 
average of 8.500 tires. Actual retail 
sales exceeded output by slightly 
more than 5 per cent. Sinc: Feb- 
ruary 1, 
increased at the Mogadore plant, as 
iS usual] at this time of the year, 
when production generally is speeded 
#head of sales in order to fill spring 
orders. During the first half otf 
March, production and sales have 
surpassed the February record, it 
was deciared. India production 
now running at 85 per cent. of pre- 
vious record peak. Sales abroad 
bave far exceeded expectations, 


|and business is well on its way back 


| weeks’ 


' trations for 


|}Pennsylvania . 
' Rhode 


| nounced his resignation as general 


inventory stock has not been | 


is 
ithis time, 
| had been distributor for the Oakland | 


} 
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| SIMPSON OF U. U. S. RUBBER 
SEES BUSINESS ON WAY 
TO NORMAL CONDITIONS 


|WILLYS-OVERLAND 
SALES SHOW MARKED 
GAINS OVER FEB. ’30 


(Continued from Page 1) 


Detroit, March 18.—America 
| taking its hands out of its pockets | 


1s 


according to L. M. 


of 


to normalcy, 
Simpson, 


Ind.., 
third 


Evansville, 
also in 
increased sales 


third 
gained 


position; 
25 per cent., 
place; Decatur, IIL, 
300 per cent.; 198 sales in Kansas 
City gave Willys-Overland 7.2 per 
cent. of the total business as com- 
pared with 5 per cent. of last Feb- 
ruary. 

These increases were not con- 
fined to major cities alone, accord- 
ing to Willys-Overland officials, 
who point out that substantial gains 
over February of last year were also 
registered at a number of smaller 
points, such as Champaign, IIL; 
East St. Louis, Ill.; Valley City, N. 
D.; Ashtabula, O.; Cumberland, Md.; 
Shelbyville, Ill., and many others. 

Registrations for February in the 
ten leading cities of Ohio 
Willys-Overland 
obtaining 6 per cent. 
| sales of the industry. 


AUBURN ADDED 
122 NEW DEALERS 
DURING FEBRUARY 


(Continued from Page 1) 


general sales manager 
the United States Rubber Com- |} 
pany’s Tire Department, who has 
just returned to Detroit from a six 
business trip to the Pacific | 
Coast, returning by the way of the 
Panama Canal to Cuba and Florida. 

Mr. Simpson reports that there is 
a quickening in buying, particularly | 
in the higher grade lines, and that | 
there is a growing feeling of optim- 
ism which is particularly marked in 
California and Florida. In Havana, 
Mr. Simpson noted a new feeling of 
confidence. Business men there, he 
said, have been watching the United 
States very closely and now seem to 
sense that the business uptrend is 
well on its way. 

Business prospects in the tire in- | 
dustry are excellent, said Mr. Simp- 
son, and 1931 will see a substantial 
gain in replacement tire sales over 
1930. Detroit should profit largely | 
in this, he said, as the major activi- 
ties of the United States Rubber | 
Company in the tire industry are 
centered here. Mr. Simpson reports | 
a large increase in the replacement | 
business in all parts of the country. 


FEBRUARY NEW CAR 
SALES TOP 150,000 


(Continued from Page 1) During the past week the Auburn 
reaching a total not far either way |Company announced the addition of 
from 150.600. | thirty-eight new dealers and one 

Following are the new new distributor as follows:— 
February in the states | Distributor 
that have reported, as compared| peterson Motor Company, 
with the corresponding month of | | Main St.. Boise, Ida. 
last year and the preceding month: Dealers 


— a — Ardmore Motors, Inc., 
2.335 877 Lancaster Ave., Ardmore, Pa.: 

533 291 | Motor Company, 210 South Chestnut 

4.429 3.282 St... Barnesville, O.; Steve Byers 

"87 56g | Motor Company, 317 East Maiden 

13.678 9.356 St.. Washington, Pa.; Geo. F. Burr 

2 892 1.609 Motor Company, Coquille, Ore.; 

3372 2 361 |Manuel Automobile Company, Grants 

14.030 1 983 Pass, Ore.; Chas. C. Gross, Pine 

915 767 Bluff, ene oo ee 

aocan peng, 33 ijou St., orado 

ye ee ene po Springs, Col.; Plattsburg Auburn 
. ee aaa < ‘616 | Company. Inc., Plattsburg. N. Y.: 
N. Dakota ... 613 7 547 | treland Auto Sales, Monticello, Ind.: 
Ohio 12,936 6.723| Buchanan Motor Company. Public 
Oregon 2,644 1,354 Square, Piqua, O.: Arrowhead Motor 
12,908 6,407 Company, 5823 Tower Ave., Superior. 
968 312 Wis.: C. M. McQuade, Wahpeton 
1.416 1.012|y p.: L. E. Halverson, Valley City. 
on 306 N. D.: St. Paul Auto Mart, 408 
313 140 University Ave., St. Paul, Minn. 
3,537 1.634| auburn Painesville Company, 
1,653 924 Rast Main St., Painesville, O.: 
4,423 2.892 | abbott & Son, Coshocton, 
1,300 1,207 


92, 913 


of the total 


| ganization up to the largest point in| 


car regis- | 


1201 


133 East 


Alabama 
Delaware 
Plorida 
Idaho 
Illinois 
Maryland 
Minnesota 
Missouri 
Montana 


Island. 
S. Carolina... 


Vermont 
Virginia 
West Virginia. 
Wisconsin 
Dist. of 


230 
Jay 


Col. 
———~ | Auburn Company, Baraboo, Wis.: E. 
49.351| G Damrow, 114 East Blodgett St.. 
| Marshfield, Wis.; Farley Motor 
Sales, 592 Main St.. Torrington, 
Conn.: Whittier Auburn Company. 
506 South Greenleaf St., Whittier. 
Cal.; Albert H. Frahm, 420 South 
Los Angeles St., Anaheim, Cal.; 


Totals 


CHAPIN RESIGNS AS HEAD 
OF BROWN-LIPE-CHAPIN CO. 


Syracuse, N. Y¥., March 18.—As 


president of the Brown-Lipe-Chapin | A.,.. “t 1 
Compsny, division of General Mo- Oly Motor Company. 186 Herth B6ii 


tors, H. Winfield Chapin has on | oo Se ee, es ee 
|Cal.; H. M. Lumley, 6040 Pacific 
Blvd., Huntington Park, Cal.; 
ten-Balfour Motor Company, 3 
South Summer St., Haverhill, Mass.; 
Henry J. Crepeau, Inc., 222 Wash- 
ington St., West Warwick. R. L.: 
Chas. H. Sipe, Jr., 
I. L. Apgar & Sons, Bound Brook, 
N. J.: Curry Auto Sales, 
Donald Ave., Richmond, Cal.; 
erick C. Carter, 302 State St., Water- 
town. N. Y.; C. K. Miller Company, 
Wayne, Mich.: Erwin Major, Stand- 
ish, Mich.; Morrison Motor Sales, 
2929 Biddle Ave., Wyandotte, Mich.; 
Howard E. Hartman, Inc., Prospect 
St.. Manchester, N, H.; East Side 
Auburn Company, 
Ave., North Milwaukee, Wis.; J. E. 


manager of the division and the ap- 
pointment of Edwin F. Papworth 
as his successor as manager. Mr. 
Chapin started in the*bicycle gear 
business thirty-four years ago, later 
founding the Brown-Lipe-Chapin 
Company for the manufacture of 
differential gears for automobiles. 
His company’s plant occupies the 
greater portion of two city blocks. 
While he is to continue as presi- 
dent of the Brown-Lipe-Chapin 
Company for a while longer, Mr. 
Chapin plans later to retire en- 
tirely and devote his time to recre- 
ation and rest. Today John L. Pratt 
and Charles E. Wilson, vice-presi- | 
dents of General Motors, were 


guests at the Chapin home, coming | Kelly Garage, Waseca, Minn.: West- 
here to welcome Mr. Papworth as , 


ern Motor Sales, Winona, Minn. 
the new general manager of the} 


Brown-Lipe-Chapin Company. CAR DEALERS SERVICE 
OWNERS FORM GROUP | 
NEW CHRYSLER DEALER New Britain, Conn., March 18.— 
Syracuse, N. Y¥., March 18.—Hur- | Forty automobile dealers and serv,- 
bert J. Wright, Inc., has been ap- | ice station owners have banded to- 
pointed distributor for Chrysler and | | gether to form the New Britain In- 
Plymouth automobiles in territory | dependent Automobile Dealers and 
covering the greater part of central| Service Association. Exchange of | 
New York, For several years, up to|information on credit risks will be | 
the Wright organization |one of the principal funetions of 
the organization. Preparation of 


and Pontiae in this district. helpfu] legislation is also planned. 


put’ 
in third position. | 


Smith | 


O.; E. C.| 
| Watson, Marquette, Mich.; Baraboo’ 


Glen | 


Clay- | 


Cambridge, O.; | 


1401 Mc-. 
Fred- | 


2928 Oakland | 


Dining With De Vaux-Hall 


* ok * 


Willys-Overland Sits Pretty 


* * * 
Goodrich Moves In 


* 


| 
‘ 
iff . 
| 
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ETROIT is shy a column conductor today. We've turned 
visiting fireman and this is written in Grand Rapids, 
just as the table is being set for what might be called the 
laying of the cornerstone of the new De Vaux-Hall Motors 
Corporation, only it’s going to be done with knife and fork 
| instead of atrowel. We're here for the big banquet the good 
| citizens of Grand Rapids are giving this evening in honor of 
Norman De Vaux and Col. E. J. Hall, through whose initia- 
i Grand Rapids becomes a big red thumb tack on the map 

f the American automobile industry. 

In another part of A. D. N. you will read about what 
| they are going to do tonight, the men who are going to make 
the laudatory speeches and those who will listen to them, but 
a conventional news story cannot do justice to the occasion, 
In more wa vs than one De Vaux and Hall have accomplished 
something unusual, even for the automobile industry. Four 
months ago the announcement was made that De Vaux had 
taken over Durant of California and intended putting out a 
car of his own, desé¢gned by none other than Col. Hall. Then 
the feathers: began to fly. Grand Rapids was selected for 
an eastern plant and the new organization went to the New 
York show in search of dealers with only wash drawings of 
the intended car to exhibit to those seeking territory. 

7 . * 

T must have been the psychological moment for a debut, for 
the commitments received in that suite at the Commodore 
were so numerous that the new partners headed for the 
Chicago national show, satisfied that they had a toehold in 
the industry. At Chicago the new De Vaux cars in the flesh, 
as it were, were exhibited for the first time, handmade jobs. 
Chicago settled whatever doubts may have existed and the 
De Vaux became part of the family. Since then there has 
been no let-up in the enthusiasm over the new baby. Sales 
Manager R. H. Mulch has signed up more than twenty-five 
distributors in this country and ten or twelve abroad and 
advance orders on the books make it look as if the new plant 
here, which goes into production the first week in April, and 
the one in Oakland, Cal., will turn out at least 10,000 cars in 

the first two months of operation. 

After all, this Grand Rapids-Oakland set-up is nothing 
like a newcomer trying to break into the industry. Really, 
it is an old concern with a new name, for Norman De Vaux 
for years has been a mighty figure in the automobile busi- 
ness west of the Mississippi. 

° 7 o 

HILE some of us have been getting excited over the 

Canadian situation and wondering how those who 
have no plants in the Dominion are going ta combat the 
almost prohibitive tariff wall set up by the neighbors on the 
other side of the river, Willys-Overland has been sitting back 
and chuckling over the foresight of John N. Willys years ago. 
Willys-Overland is all set, to use a slang expression. Its 
assembly plant in Toronto, run under the name of Willys- 
Overland, Ltd., is running smoothly and putting forth some 
5,000 units a year, which not only supply Canadian demands, 
but go forth to territorial affiliations of the British empire. 

Talking with Export Manager Dickey, he says the new 
Canadian tariff will not affect him in the slightest; that 
President Miller and Vice-President Graham are going along 
serenely, Like the marines, they have the situation well 
in hand. 

By the way, in this chap, Dickey, I discovered an old 
Chicago friend, one with whom I used to battle in the 
Interclub Bowling League “in the days when we were 21.” 


* + a. 
| NT ICIPA TING a widening of Woodward Avenue, Good- 
| A rich is moving from its location at Hancock in Detroit. 
Executive offices will be opened in the Fisher Building and 
‘the branch itself will be transferred to the old Miller tire 
headquarters at 2792 East Grand Boulevard. 

To this writer this is pleasant news, because it brings 
him, as a neighbor, Jim Kennedy, manager of factory equip- 
ment sales of the big Akron concern, Jim, however, is to be 
criticized for running away to Florida this week, leaving it 
to George Strich to move the office to the golden-towered 


building next week. 





1,200 USED CAR 
SALES YEARLY IS 
FOLEY’S RECORD 


Newark, N. J., Chevrolet 
Dealer Has Well 
Defined Policies 


He Foley Chevrolet Motor Sales 
of Newark, N. J., with an aver- 
age of 1,200 used car sales a year, has 
several well-defined merchandising 
policies that have been real success- 
ful. 
While it is a known fact that 90 


per cent. of used car sales are made 
through persons walking into the 
showrooms, it is the successful dealer 
who has the ability first to bring 
these prospects in and, secondly, to 
sell them. 

George E. Lackey, general man- 
ager, writes the Foley ad copy and 
takes particular pains to keep the 
public interested. Copy is changed 
frequently. One day the ads may 
carry the prices, another day 


down payment, etc. 

An interesting feature of the Foley 
plan is the fact that while all cars 
are .reconditioned, they are not 
guaranteed. Yet the Foley plan al- 
lows for a liberal used car policy. 

All cars taken in trade are 
brought into the service shop and 
graded. That is, the later models 
are placed in the front used car 
Showroom, the older ones in the 
rear room. 

All running gears are sprayed, 
cars repainted and rubber and parts 
replaced when necessary. 

Salesmen are instructed in the 
art of selling used cars. A new car 
has many points that can be talked 
up, a used car only a few. There- 
fore salesmen must stress the best 
points in each particular car. In 
one it might be the paint, another 
the rubber, a third the motor, etc. 


In addition to newspaper copy 
and direct by mail advertising, the 
Foley Chevrolet has used the radio 
with wonderful success. Recently 
the concern used the radio to tell | 
the public of its used cars. Between | 
songs Manager Lackey wrote the | 
continuity. 

Another feature is Mr. seitaitel 
knowledge of the used car market. | 
He keeps careful watch on prevail- | 
ing prices and uses that knowledge 
in trades. 

The latest used car prices as ad-| 
vertised by competitors in addition | 
to the local trade associations’ low | 
and high-price chart of used cars 
come in handy every day. | 

A new car customer desiring a) 
$300 allowance on his used car can 
be shown if his figure is excessive. 
The prices asked by dealers for this) 
model might be $250. If the cus- 
tomer’s car is in perfect condition, | 
he might be able to get $250, but if | 
will cost $50 to put it in shape he 
can be shown where his car if only. 
worth $200 in trade. 

More care is being taken today,| 
despite keen competition, in making | 
trades. While used car stocks are 
moving well at present, there is the| 
possibility of a slump if new car 
Sales start booming. If present | 
stocks become stagnant and new} 
used car stocks keep piling up be-| 
cause of increased trades, the dealer 
is in a bad way. 

Under the Foley plan, there is a} 
continuous drive to sell used cars 
to keep the stocks at a normal level 

New car salesmen are instructed 
on how to talk used cars to pros- 
pects who can’t see their way clear 
to buy a new car at_this time. 


YOUNGSTOWN DEALERS 
ELECT NEW DIRECTORS 


Youngstown, O., March 18.—Five 
directors were re-elected by mem- | 
bers of the Youngstown Automobile 
Club at its annual meeting. They 
are Victor Delaney, R. N. McCoy, 
Charles Jeckel, George McKay and 
William O. Brown. Other directors 
are Lucius B. McKelvey, L. W. Mil- 
ler, John Baxter, Dr. John Greer, 
J. Arthur Ferris, George L. Hop- | 
kins, Leo J. Collier, Walter E. Col- | 
lins, Dr. W. H. Hayden and Dr. G. L. | 
Moore. Directors of the club will | 


meet March 23 to reorganize for the |} with the latest design in revolving} be 


@iscal yar of 1931-1932, 
i 


¥ 


the | 


ls. Keeley, 
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Features Personnel, Products 


LINCOLN 


On Display at the AUTO SHOW 


ROV HALL 
President 


WALTER A. COONEY 
eles Mrnege 


Meet the 


& oO SL TRO 


personnel 


of 
HALL MOTORS 


INCORPORATED 


— and moet them, if you will, at the magnificent 
LINCOLN display at the Auto Show — where they 
witl be delighted to have you view the greatest 
array of LINCOLNS ever assembled under 
one roof in the EAST 


3939 HUDSON BOULEVARD 


NORTH 


BERGEN 


PAUISADE 68-3300 


| formerly 


trading as 


HALL-AUF DER HEIDE. INC 


DISPLAYING 
worked out by Hall Motors, 


ITS personnel along with its product was the idea 
, Lineoln dealer of North Bergen, 


N. J., in its ad copy announcing its participation in the annual aute- 
mobile show in north Hudson county 


Commercial Dealer, 
Newest Ford Appointee, 
Opens in Philadelphia 


PHILADELPHIA, March 18.—Nei- 

man Motors, Inc., Howard S. 
Neiman, Jr., president, have opened 
a new Ford dealership in specious 
quarters at 911-913 North Broad St., 


having been appointed the commer- | 


cial dealer in Philadelphia by the 
Ford Moter Company. Mr. Neiman’s 
associates in the business aré E. N. 


Corson, general manager, who has | 


been connected in an_ executive 
capacity with a Ford dealer for 


eight years, and Herb Steinbach, | 
service manager, formerly chief in- | 


spector and service representative of 
the Ford Motor Company, Phil- 
adelphia. 

Mr. Neiman, who for the past 
eight years has been the outstanding 
Ford commercial man in this terri- 
tory, formerly was manager for G. 
Inc., Ford dealer, 
Frankford Ave. In its capacity as 
commercial dealer, Neiman Motors, 
Inc., will sell to national 
truck 


car and 


and trucks. The appointment of 


| commercial dealers is a recent policy | 


of the Ford Motor Company, and 
thus far, in addition to the 


have been named in New York, 
Boston, Baltimore and Washington. 

The Neiman Motors plant consists 
of a three-story building, 60 by 165 
feet, on two floors, and 60 by 100 on 
the other. On the first floor are 
located the extensive showroom and 


executive offices, and in the rear | 


are the parts department, equipped 
steel bins, wherein is carred $10,000 


1204 | 


fleet | 
| owners, limited fleet owners and in- 
; dividual owners, | 


merchandising both passenger Cars | 


Phil- | 
adelphia appointment, such dealers | 


worth of parts for service; and 

further on, the service station for 
the performance of quick jobs. Here, 
when not in immediate use, are 
| stored a service car, with special 
| equipment for towing, including a 
| three-ton crane, and special equip- 
ment for parts delivery, as well as 
a complete line of demonstrators, all 
these jobs being painted uniformly 
in Bronson yellow and black. A 
twenty-two foot elevator lifts cars or 
trucks to be repaired to the second 
floor, where is located a repair shop 
that will be the last word in facili- 
ties for complete reconditioning of 
| passenger and commercial cars, On 
the third floor are stored both new 
|and used cars. The firm starts with 
five salesmen On the street and one 
on floor duty. 

Although the business has been 
in operation but two weeks, eleven 
important sales have been made to 
national fleet owners. 


BANGOR, ME., SALESMEN 
PLAN ORGANIZATION 


Bangor, Me., March 18.—Prelim- 
inary arrangements for the forma- 
tion of the Bangor automobile 
salesmen’s organization were made 
at a meeting here when forty out 
of the sixty-five eligible salesmen 
were present. 

C. P. Buker, speaker of the eve- 
ning, stressed the advantages of 
such an organization. He gave 
many practical suggestions for its 
formation, gOvernment and aims, 
and said that the funds could be 
| added to by promoting an automo- 
| bile show, which they should be 
| better able to handle than the deal- 
|ers, who, he said, would be glad to 
|turn the undertaking over to them. 

The charter will be held open two 
weeks, when a second meeting will 
held and plans made for the 
completion of the organization, 
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Middle-Western Cities High 
In Automotive Sales in 1930 


Py ASHINGTON, March 18, — Fig- 


ures covering automotive retail | 


trade in a group of Middle Western 
cities were released today by the 
Bureau of Census, Department of 
Commerce, These figures are part 
of the 1930 census of distribution. 

Retail business in Joliet, Ill., was 
in excess of $35,600,000. The 1930 
population of Joliet was 42,993. 

The food group takes the lead in 
this report, with the automotive 
group second and the general mer- 
chandise group third in order of 
Sales. 

The automotive group, with 
establishments, does a business of 
$7,655,683, or 21 per cent. of the total 
retail business. Receipts in twenty- 
two motor-vehicle establishments 
amount to $5,070,818 and sales in 
thirty accessory, tire and battery 
stores to $532,911. A total of 65 fill- 
ing stations is reported with ag- 
gregate sales of $1,367,351 in gas, 
oil, tires and other accessories. This 
merchandise is also sold in 24 
garages, whose total business of 
$432,813 includes receipts from re- 
pairs and storage as well as from 
sales. Of the filling stations re- 
15 are 


ents, with sales of $579,517, 


national chains with sales of $542,- 
B11 

Retail business in South Bend, 
Ind., was in excess of $69,000,000. 
The 1930 population of South Bend 
was 104,193. 

The automotive group takes the 
lead in this report, with the food 
group second, and the general mer- 
chandise group third in order of 
Sales. 

The automotive group, with 222 
establishments, does a business ol 
$16,252,650, or 23 per cent. of the 
total retail business. Receipts in 
20 motor vehicle 
amount to $9,618,068 and sales in 40 


| station 


144 | 


| the total retail business 


| single-station 


establishments | 
New Britain and environs. 


‘accessory, tire and battery stores to 


$1,662,808. A total of 122 filling 
stations is reported with aggregate 
sales of $4,409,106 in gas, oil, tires 
an@ other accessories This mer- 
chandise is also sold in 36 garages 
whose total business of $479,484 in- 
cludes receipts from repairs and 
storage as well as from sales. Of 
the filling stations, 20 are single- 
independents with sales of 
$2,331,880, 43 are local multiunits 
with sales of $876,549, and 59 are 
sectiona] and national chains with 
sales of $1,200,677. 

Retail business in Marion, O., was 
in excess of $17,000,000. The 1930 
population of Marion was 31,084 

The automotive group takes the 
lead in this report, with the food 
group second and the general mer- 
chandise group third, in order of 
sales 

The automotive group, with seven- 
ty-one establishments, does a busi- 
ness of $4,037,452, or 23 per cent. of 
Receipts in 
thirteen motor vehicle establish- 
ments amount to $2,589,480, and 
sales in fourteen accessory, tire and 
battery stores to $378,993. A _ total 


ported, 28 are single-store independ- | oe 1 “ty-five filling stations is re- 
| por 

| ' 

local multiunits with sales of $245,- | 001,148 


023, and 22 are units Of sectional and | 


with aggregate sales of $1,- 
in gas, Oil, tires and other 
accessories. This merchandise is 
also sold in eight garages, whose 
total business of $56,791 includes re- 
ceipts from repairs and storage, as 
well as from sales. Of the total 
number of filling stations, ten are 
independents, with 
sales of $394,793; six are local multi- 
units, with sales of $217,645, and 
nineteen are units of sectional and 
national chains, with sales of $388,- 
740 


NEW AUBURN DEALER 
New Britain, Conn., March 18— 
The Frank P. McNamara Company, 
Elm and Park Streets, has been ap- 
pointed Auburn-Cord dealership for 


ERE are some typical 
comments from Willys dealers: “ Profit 
possibilities greater than ever” —“The 
best complete line of cars and trucks 
at the fairest prices’ —“Enthusiastic 
over merchandise, policies, franchise 
and discounts”... . After investiga- 
tion, you too, would doubtless check 
with these opinions. 

Write or wire for franchise particulars 


Wiltys-Oveclaad, lac., Toledo, O. Willyaddverciaad, Lad., Toreato, Can. 


WILLYS 


A BIG SIX priced like a four 
A POWERFUL KieHT . . 
A BRILLIANT KNIGHT... 
2NEW WILLYS TRUCKS 
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The Personal Touch 


PEAKING to the service managers of the metropolitan 

district the other night, Lee J. Eastman, president of the | 
Automobile Merchants Association of New York, made a| 
point that is very well worth earnest consideration. He spoke 
of the feeling among vehicle manufacturers that the dealer 
handling any given make of car is the proper person to, 
service it. 

Then Mr. Eastman brought out his point. He pointed 
out that the owner of the small corner repair shop or of the | 
“alley garage” has “built his business by personal contact | 
and the expression of human interest in his clients.” He} 
called attention to the fact that the very magnitude of opera- 
tion in large service stations is the chief obstacle to increased 
business. The need here i is for “greater personal contact and | 
follow-up procedure.” 

There isn’t a business in the world that can go very far 
without the personal touch. How often do we see a man 
building up a business in the face of obstacles, purely and | 
simply through the force of his own personality. Success in| 
business usually comes through the drive of one man’s ideas 
and methods. 

In the big dealership service station there must be 
personality. Some driving executive has formed the depart- | 
ment, has made it perhaps the most efficient of its sort to be, 
found. It truly reflects the personality of the man who con- | 
ceived and carried it out. But after the big service depart- 
ment is operating, perhaps with rare efficiency, it does not 
have the driving force of the personality of the man who} 
formed it. The management passes on into the hands of a| 
subordinate. The big shot has other matters on his mind and 
the service department, though perhaps maintaining its 
efficiency, loses the intimate touch of a personality that 
impressed itself on its customers. The manager of a big 
shop finds it hard to show the intimate personal interest in 
the troubles of each of his hundreds of clients. 

This is the reason behind the success of the so-called | 
“alley garage.” It is the ultimate reason why the inde- 
pendent service stations, alley or main street, never will be 
driven out of business and why the dealer service depart- 
ments are having difficulty in getting back business they 
allowed to slip through their fingers. The obvious line of 
development for the dealer is to make every effort to 
“humanize” his service department. To get a more intimate | 
contact with his clients and to keep it, making them feel! 
that in addition to specialized equipment, the most skilled | 
labor and efficient shop operation, they are getting the 
personal and friendly interest that they like. 


1931 














Used Car Inventories 
T is always a little more difficult to get accurate informa- 
tion as to stocks of used cars on hand than it is to find | 
out how new vehicle inventories stand. This is obvious, of | 
course, because with production figures and sales figures for 
new cars, we can make working estimates of new car stocks | 
which will be pretty accurate. 

About the only way we can get a picture of conditions 
in the used car departments of dealers throughout the 
country is to have representatives of Automotive Daily News 
conduct check-ups locally. This method is open to criticism 
because most human beings tend to minimize unfavorable | 
conditions in their business activities. A dealer stocked to| 
the danger point with used cars will sometimes say “pretty | 
good” or “better than last year” to an inquiry regarding his 
used car department, simply because he hates to acknowledge | 
the truth even to himself. 

However, Automotive Daily News has just completed 
a check-up on used car stocks which has been the most satis- 
factory survey of the sort we ever conducted, Dealers in 
twenty key cities were interviewed and figures were obtained 
which show used car stocks at the best Jevel ever for this 

time of year. The stage is set; just give us the buyers, 





| Company in this city retains posses- | 
| Sion of the trophy until a new win- | 


| Cadillac people have the distinction 
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MILWAUKEE NASH 
DEALER CASHES IN | 
ON PROSPERITY DRIVE 


“| 
| 


MILWAUKEE, Wis., March 18.— 

When Rudolf Hokanson, presi- 
dent of Nash Sales, Inc., takes Old 
Man Depression for an automobile 
ride he likes to tell the world about 
it. Accordingly, when 110 Nash} 
dealers from various parts of Wis- 
consin participated in a 1931 Nash 
prosperity drive recently at the con- 
in this city Mr. 
it that a local 

was on| 


cern’s showrooms 
Hokanson saw to 
newspaper photographer 
hand. 

One hundred and twenty automo- | 
| biles were purchased by the dealers, | 
and a portion of this number was | 
lined up on the street directly across | 
|from the concern’s showrooms. In} 
addition, the photographer snapped | 





| Mr. Hokanson, Ray Cleary, manager | 


|of the wholesale department; How- 
ard T. Ott, vice-president and gen-| 
eral manager of the concern, and 
William Ardern, territory manager, | 
in front of the salesrooms. | 

These two photos were featured in 
a local newspaper under the cap- 
tion: ‘“Here’s Result of 1931 Nash} 
Prosperity Drive.” The Nash Sales, 
Inc., makes a practice of giving its | 
dealers diverse types of merchandis- 
ing aid in helping them to success- 
fully dispose of their cars. 


NEWARK MAN LEADS 
CADILLAC SALESMEN | 


| weeks. 


Newark, N. J., March 18.—Harry | 
| E. Ryerson, Cadillac-La Salle used | 
|car salesman of this city, has the | 
distinction of being the first winner | 
of the national monthly used car 
sales contest under the auspices of 
the Cadillac Motor Car Company. 
Ryerson topped the list for January, 
and as a reward had his name in- 


scribed on the Cadillac cup,.- while | 


the local branch of the Cadillac 


ner is recorded. 


Under the regulations of the con- | 


test a salesman who wins the cup 


three times obtains permanent pos- | 


| session of it. Ryerson has been | 
with the local Cadillac branch for 
eight years. Incidentally, the local 


| of having the highest record in used | 
| Car sales among the Cadillac deal- 
ers throughout the country. 


|more dependent upon banking support. 


| pect is that it will be distinctly slow in its upward climb. 


| know, 





| COMING EVENTS | 


= 


| 15-28—Les Angeles, Cal. Pacific Coast 
Transportation Exposition. 

| 16-22—Lo0s Angeles, Cal. Second Annua!t 
Oil Equipment and Engineering 
Exposition. 

19-21—San Antonio, Tex. Sixteenth annual! 
meeting, American Association of 
Petroleum Geologists. 

24-25—Trenton, N. J. Automotive Equip- | 
ment and Parts Show. 

30-April 3—Indianapolis, Ind, Eighty-first | 
meeting, American Chemica] Society 

APRIL 


Milwaukee, Wis. Production meeting 
Society Automotive Engineers. 
11-13—Seattle, Wash. Washington Motor 
Freight Association convention. 
11-19—Detroit, Mich. Aeronautical Cham- 
ber of Commerce convention. 
16-17—Milan, Italy. International 
mobile Salon. 
20-23—Birmingham, Ala. American Society 
of Mechanical Engineers, meeting. 
1—Atlantic City, N. J. United 
States Chamber of Commerce, con- 
vention. 


« 


Auto- 


28-May 


MAY 

4- 9—Charlotte, N. C. Good Roads Con- 
vention. 

4- 9—Washington, D. C. International 
Chamber of Commerce, convention 

9-Aug. 9—Berlin, Germany. Internationa) | 
Garage Exposition. | 

13-14—Tulsa, Okla. American Petroleum | 
Institute, first mid-year meeting, 
Mayo Hotel. 

15-16—Detroit, Mich. Society of Automo- 
tive Engineers, nineteenth aeronau- 
tical meeting, Book-Cadillac. 

27-29—New York City. National Foreign 
trade Council. 

JUNE 

8-12—Chicago, Ill. Radio Manufacturers’ 
Annual Show. 

15-18—Madison, Wis. American Society of 
Mechanical Engineers, Oil and Gas 
Power meeting. 

15-19—White Sulphur Springs, Va. An- 
nual summer meeting, Society of 
Automotive Engineers, 

22-26—Chicago, Ul. American Society for 


the years that follow. 





Testing Materials, annual meeting 
SEPTEMBER 
2—Atlantic City, N. J. Annual 
meeting, American Electric Railway 
Association. 
NOVEMBER 
10-12—Chicago, Il, Annual meeting, Amer- 
ican Petroleum Institute, Hotel 
Stevens. 


26-Oct. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





Cuniemeraes Comment 


OOKING upon the economic situation as a whole, it is 
probable that the financial strength of business in this 
period has been a factor lengthening the depression. The 
drastic curtailments and adjustments necessary were not 
forced as early as would have been the case had industry been 
Important adjust- 
ments have still to be made, particularly in the vital building 


industry. ~ Whether they can be accomplished without dis- 


|turbances which would produce new depths of stagnation 


cannot now be determined, but the prospect is that they can 
be. If business recovery is to start from this point, the pros- 
The 
months immediately ahead hold promise of no more than 
seasonal improvement, and that from a very low level. It is 
probable that a better appreciation of the disappointing 


|earnings generally to be achieved this year in trade and 


industry will make difficult the justification of present price 
levels of stocks. —Chicago Investment Trust Review. 
* * * 

HE salesroom of a dealer in high-priced motor cars was 

in its normal state of dignified placidity one morning, 
some time since, when a shabbily dressed and foreign-looking 
woman crossed the threshold. 

A salesman, trained to take nothing for granted, 
addressed her politely. 

“Yes, I want to buy, I'll pay up 


” she said, “right now. 


| Se $5,000 for the car and I want it delivered inside twenty 
| minutes. 


Look over my savings accounts,” and she handed 
| him the books. 


Now Christmas only comes once a year in that com- 


|munity and the salesman hadn’t had a drink for thirteen 


There certainly was a catch somewhere about this 
combination. The savings balances seemed adequate. The 
banks were ones he knew. Verification would be simple. 
Nothing crooked, surely, so far as he could see. 

“We'll come within your limit, but,’ he simply had to 
“why twenty minutes? Wouldn’t tomorrow do as 


"9 


well? 

“No, young man, it wouldn’t,” she replied. “I want to 
park it, just as soon as I can get it, in front of the Blank 
Motor Company, where they can see me sitting in it and know 
I had the money to buy it and drive it away. I stood in that 
place for twenty minutes this morning with three salesmen 
on the floor and not a one made a move in my direction. I 
want to show that upstage outfit what a bad lot of guessers 
they are.” 

The Blank Motor people in question, it so happens, are 
generally sobbing about business. Sales are tough, they 
tell us. 

If yours are too, friend reader, there’s a moral in this 
story that may also fit your case.—Credit Where Credit 


Is Due. 

ee upholstery is bound to be appreciated by the 
owner of a nice-looking and sweet-running car. The 

smoother fabrics or those with a clipped mohair pile or 

Bedford cords are popular at the moment. The reason is 

this—they are not dust catchers and they are easily cleaned. 
Those owning cars with choice upholstery are sure to 

cringe when they see a friend’s small son eating a juicy 


* . * 


| peach on the back seat, or letting the drops from the tip of 


| his ice cream cone drip on the edge of the seat. 

Already the high-class furniture and house furnishing 
stores are advertising fitted furniture covers for the home. 
They’!! get a lot of business, too—profitable business. It’s 
none too soon to go after seat cover trade—seat covers 


i tailored to fit, and standard size covers of attractive fabrics. 


And what ‘about a rainy day cover-carpet—one that can be 
fastened down with snaps easily and taken up in a minute, 
leaving the carpet underneath clean and dry. The cover 
carpet needn’t go into all the corners, Its purpose is general 
protection and ease in handling.—The Automobile Trimmer 
and Painter. 
a * a 
HERE are usually four or five outstanding major oppor- 
tunities in every generation when a broad list of time- 


‘tested and seasoned securities can be purchased at levels that 


will almost inevitably reward profits in a big way during 
Today, or at any time during the next 
month or so, the purchaser should, within a reasonable time, 
profit equally as well as did those farsighted investors of 
1897, 1904, 1908 and 1922. Most decidedly the present year 
looks like the fifth of the great long pull accumulating oppor- 
tunities of the passing generation.—Moody’s Investor’s 
Service. 
o * * 
T is far from true that United States Steel’s unfilled orders 
of nearly 4,000,000 tons is a very small backlog, as some 
observers are inclined to believe. Only in one month since 
February, 1926, has unfilled tonnage exceeded 4,500,000 tons, 
and that was in March of last year, when it reached 4,570,000 
tons. Throughout 1928 and 1929, when new highs in pro- 
duction were being attained, unfilled tonnage ranged around 
4,000,000.—Wall Street Journal. 2 
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Row England ana Pacific | ORD SALES GAIN | i. 7 “it mn de corresponding se the corresponding - of pes 
Por sales in February exceeded | | Alabama 620 a 
Set New Truck Sales Pace PRECEDING MONTH) tnos : ams Dele-| oe = 


| those of January in Alabama, | Florida 1.803 3.957 
oe Illinois, Maryland, North Car- | 304 594 
: . | ; ic 9) R1° 

: olina, North Dakota, Ohio, Pennsyl- 4,721 9,513 
New York, March 18.—Retail sales | : oe v)e 5 2005 
vania, Rhode Island, Utah, Virginia, maryland i oa 


decline to take place in any section “SOUTH -,|0f new Ford passenger cars in Feb- | Pee ; re Montana 437 728 
of the country, and compared with | | Alabama 25% 710 00! -uary continued the uptrend started | West Virginia and Wisconsin. | Nebraska 1917 3,692 
17 : Following are the Ford registra-| North Carolina 1,245 2,670 


| Arkansas 35$ 379 
a falling off of 19 per cent. for the S ae 8 ; . } ; 
S I | Florida 93: 829 665 in the preceding month, but con-| tions for February in the nineteen North Dakota 288 652 


country as a whole. Ke k 235 331 | tinued to run substantially behind | ,;,- kab whi ig ; on 
Registrations in the six states in aMissisaippt 3 318 129|a year ago, according to the regis- | a ai wie Ga eae oe ie ae rae 
the "Great Lakes region were 5,682, | missouri ........ 31: 513 507 | tration returns now available for | month of last year and with Janu- ee com ORAM .cccccecce d 684 8383 
as against 4,209 in the preceding North Carolina.. 46: 599 406|that month from nineteen states! ... 1931: , ; ee “aa “5 
month, a gain of 35 per cent., and| gouth Carolina.. 31! 570 193| 4nd the District of Columbia. aids Feb Feb Jan South Os alk 7 680 2 148 
comparing with 7,499 a year ago, off | tennessee 666 211| The sharp falling off in Ford 1931 1930 1931 Ute vicaeracne? 929 ‘571 
24 per cent. lTexas ........... 1,183 1,882  937)resistrations from a year ago may 393 12 ote a 
In the agricultutral section of the | virginia 352 168 33g | be accounted for in part by the fact | Alabama oes — 29% wast ae 563 «1183 
Middle West, retail sales of neW/ pict of Col 100 163 12g | that Ford sales in the first half of | Delaware 105 237 ol ae —— 1513 3.262 
trucks in January aggregated 2,377, — .* —“"|1930 ran at an exceedingly high | Florida 682 2,191 1,121 Pace eg isa aes ae ‘<a 
as against 1,729 in December, a gain | Totals 5.086 7632 4110 level, exceeding, in fact, the sales in | Idaho 115 . 321 189 | istrict of Columbia.. 
of 38 per cent., and comparing with); , "| the record year of 1929. It is nat- | Illinois os fae el ‘ 27, 418 58,387 
2,797 a year ago, off 15 per cent. | *Georgia and Louisiana missing | ural that Ford sales should this | Maryland 634 1,087 461) Totals tee eee eee a 
This veflected an improvement in : , oy p year show a somewhat greater de- | Montana 195 355 242) seas : ; : 
the commercial car business in this ‘ GREAT AES |cline from a year ago than those | Nebraska 834 1,740 1,083) LEWIS-PACIFIC MOTORS 
section of the country over the pre- | Flinois ......... 2,005 2,427 587 | of the industry as a whole, when it |N. Carolina .... 644 1,283 601 | NAMED BUICK DEALER 
xeding months. : | Indiana 776 ~=-1,093 301| is considered that Ford’s 1930 sales | N. Dakota 167 313 121 intent arc a 
. "4 : Michigan 1,201 1,036 | f th first half seded 6 5 378 1.993 Centralia, Wash., March 18. 
Following are the new commercial Mir, — i e ait year exceeded | Ohio oy ' tewis-Pacitie Motors. Ine. hak Seu 
car registrations in the seven geo- innesota 435 322) those of 1929, while the rest of the | Oregon 1,119 444 " S, c, ae 
graphical divisions in January of Ohio ... 1,470 1,670 | industry was showing a decline of | Pennsylvania .. 2,115 4,896 1,569 | organized here and appointed Buick 
this year, as compared with the cor- | “scons 873 293 around 20 per cent. — Rhode Island... | 290 S| dealer for this territory. A garage 
responding month of last year, and 3 ee Ge ——| Ford registrations in the states|S. Carolina .... 31% 723 361/ has been established at 216 Tower 
with December, 1930: Totals ........ 5,682 7,499 4,209 that have reported for February | Utah 3: 298 90/Ave. Dr. D. O. Nugent, widely 
Jan. Jan. Dec. MIDDLE WEST | amounted to 14,547, as against 12,871 | Virginia 1,279 1,672 574/known Centralia physician and 
1931 1930 1930 | Iow: 546 602 940 in the preceding month, up 11 per) W. Virginia .... 295 647 268 | surgeon, is president of the con- 
New England.... 1,293 1,135 995) Kansas f 229 209 | cent., and comparing with 31,318 in) Wisconsin 804 1,694 709!cern. C. S. Sheldon has been ap- 
East 5,147 6,045 4,629 | Nebraska 345 868 229; the corresponding month of last) Dist. of Col..... 437 580 453 | pointed manager. Lee Drew is shop 
*South 5,086 7,622 4,110 North Dakota... 98 166 30 | year, a decline of 53 per cent. This ——— ~———| foreman, and Ernest Creek is in 
Great Lakes..... 5,682 7,499 4,209 |Oklahoma 438 581 209 |is the same rate of decline as that in| Totals 14, 547 31,318 12,871 | charge of the parts department. 
Middle West..... 2,377 2,797 1,729' South Dakota... 193 351 112 | January. | Following are the Ford registra- evigenath 
Rocky Mountains 1,447 1,681 657 om _— —__| For the first two months of the’ tions for the first two months of | CLASSIFIED ADVERTISEMENTS 
Pacific Coast 7 SGye 3,136) Totals ....... 2377 2.797 1.729 year Ford registrations in these’ 1931 in the nineteen states and the) IN THE AUTOMOTIVE DAILY 
ROCKY MOUNTAINS | States totaled 2, 418, as compared District of Columbia, as _compared NEWS BRING RESULTS 


BD 000% 23,712 29,421 18,457 | arizona 9 168 ©1487) jeeeneceda Sanaa 


, Sa | Colorado f 790 
*Georgia and Louisiana missing. STARHG ocsscccccce 84 
Following are the percentage | Montana : 233 
changes in sales in these groups of |Nevada..........  § 22 
states in January, as compared with | New Mexico .... 107 
a year ago and the _ preceding Utah « 146 
month: y i ‘ 115 
% Chgange % Change — a. 
from from | ‘ 1 681 
Jan. 1930 Dec. 1930 PACIF IC COAST | 
New England..... +14 30 | California ...... 1,832 1,931 1,433 
EE re + il Oregon 301 148 127 | 
South . 3 + 23 | Washington .... 547 553 568 
Great Lakes “3 + 35 aes ina sana 9 
Middle West...... —15 38 iS kss 2,680 2,632 2,128) 
Rocky Mtns. .... —13 +120 -- | 


Pacific Coast..... 3 + 26 GEORGIA MOTOR GROUP fai 


One or more states in each of the 
above seven geographical divisions NAMES STARNES LEADER N E W > & A &. FOR TO DAY *S DOoOoLLA® 
of the country in January registered 
more new trucks than in the cor- Atlanta, Ga., Marci 13 (UTPS). 
responding month of last year. This W. G. Starnes, manager of the At- | 
also represents an improvement of Janta branch of the Goodyear Tire 
the situation in the months imme- ;and Rubber Company, has. been 
diately preceding January. |mamed chairman of the _ steering | 
In New England, Maine sales were | committee of the Georgia Motor 
138, as against 89 a year ago; while | Vehicle Association, the object of 
Massachusetts reported 781 aS| which is to fight proposed motor 
against 624, and Rhode Island 88 | vehicle legislation and taxation in 
against 72. Georgia. 
In the East, Delaware showed 170 Other members of the _ steering 
against 66, and in the Great Lakes | committee are P. J. Degnon of the 
sector, Minnesota registered 500, | Mack Truck Company, C. M. Hugu- 
against 432 a year ago. |ley of the Trailmobile Sales Com- 
In the South, Florida reported | pany, John Smith of the John Smith 
932 registrations, as against 829 a| Chevrolet Company, Fred S. Gould 
year agO, and Kentucky 408, as /|of the Orange Crush Bottling Com- 
against 235. | pany, John J. Woodside, Jr., of the 
In the Middle West, Kansas re- | John J, Woodside Storage Company 
ported a big gain, with 457 this year and H. D. Winship of the Georgia 
against 209 in 1930. Highway Express Company. 
In the Rocky Mountains, Idaho 


showed 182 sales, as against 84; BRIDGEPORT A. A. NAMES 
Nevada 52 against 22, and New 

Mexico 203 against 107. OFFICERS, PLANS SEASON | 
On the Pacific Coast, Oregon 

scored a gain, with 301 this year Bridgeport, Conn., March 18.— 

against 148 in January, 1930. | Election of officers and discussion 
States that reported registrations | of plans for “Used Car Week” fea- 


this year virtually equaling those of | tured the annual meeting of the ° Bq 
a year ago were arkansas. with 359 | Bridgeport Automotive Association, January shipments by 64 Oo 
against 379; California, 1,832 against | held at the Algonquin Club. Law- 
1,931, and Washington, 547 against _ rence Cornwall, treasurer of the Er- 
553. |} win M. Jennings Company, Hud- 
Following are the new commercial | son-Essex distributor and dealer of 
car registrations for January in| 27 Harrison St., was elected presi- 
seven geographical divisions, as com- | dent of the association 

pared with the corresponding month Other officers named were: Hor- 
of last year and December, 1930: |ace Sanford, Cadillac Corporation, 
NEW ENGLAND | @ice-president; Mauritz Mathisen, 
Jan.. Jan. Dec.,| Blue Ribbon Garage (Dodge), treas- 
1931 1930 19309 | urer, and Henry L. Bishop, re-elected 

Connecticut ..... 194 237 265 | Secretary. 
Maine .. 222 89 42 The “Used Car Week” will be! 
Massachusetts .. 781 624 504| held March 21 to 28, and the four- | 
New Hampshire. °32 46 53 teen dealers who are members of 
Rhode Island... 88 72 90 | the association will use co-operative 
67 | newspaper advertising and special _ : P : , 
— showroom displays. Mr. Cornwall is THE NASH MOTORS COMPAN Y-— Kenosha, Wisconsin 
Totals 29: 1,135 5| chairman of the committee which 

| will handle the event. 


(Continued from Page 1) 











March Ist orders show 53% increase 


over February Ist orders 


February shipments exceeded 


| 


Vermont 


Delaware 66 61 
Maryland q 334 339 | MOVE JOBBER BRANCH 
New Jersey ..... 1,435 1,587 153| Newark, N. J., March 18.—W. E. 
New York ...... 1,782 1,974 1,402; Pruden Company, Inc., New York | 
Pennsylvania ...1,329 | 1,755 2,370 | city, automotive wholesaler and} 
West Virginia ., 251 329 304/hardware merchant, has moved its} ]8& New Eights — $945 to $2025—4 New Sixes — $795 to $845 
aan Newark branch to new quarters at | 
Totals 6,045 4,629 394 Central Ave. Prices F. O. B. Factories 
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To Demonstrate 6-Wheeler | NEW HORNS ADDED Building an Interest Account 
In the Argentine — _ Outside of a Savings Bank 


By J. RUSSELL WALSH 


| *$qjooD morning, Mrs. Jones./ciation of New York, Lee J. East- 


Those are certainly fine-look- | man, vice-president of the Packard 
ling children playing in the yard; | Motor Car Company, stressed this 
| yours, I presume?” (He has assured | deficiency on the part of the larger 


|himself on this point before making | service stations, which have elabo- 
| the break.) These are just a few rate organizations established for 
llines from a “canned talk” of a | the purpose of rendering adequate 


: , ae house-to-house salesman and are | S€rvice to the motoring public. He 
a a — a | often successful in obtaining an au- | COMtrasted with that of the large 
horns. | dience. service station the suceess of the 
E. A. Laboratories, Inc.. | The personal or human interest so-called “alley garage” and smatl 
' Brooklyn. N. Y.. has perfected angle in any business is distinctly | Service station in establishing and 
“t ee oe eee “lan asset which assumes increased | holding its clientele by its ability to 
a new automatic-pneumatic importance in this day of severe | maintain its human side. This situ- 
|}horn which is known as the | competition in practically every ation is to be deplored, because, 
| Supertone It operates on the | field. It is not a new thought./| granting the larger service station 
vaeuum . tem of the : since its value has been recognized | equivalent mechanical] ability with 
‘3 wens 4 . , - ac Syste ) > Car. for years, and it has been stimu-j|the superior shop equipment < 
Sir William Morris, well-known English manufacturer| The new horn is available in lated ~ actual use i. many phases aids Go with ae ie vm ae 
of motor cars, accompanied the seven-passenger, six-cylinder, | ingle — vwin — vo a of business. That its value in in-! equipped, the larger service station 
. : . ¥ ; model Nas an overa ength o creasing good will in the service sta- | shoul ‘ , te ‘ ay 
six-wheel saloon model llustrated, which Was recently | inches with a bell diameter of 5 tion of large size ‘tne been over- rs ee a eee - 6 
shipped from Birmingham, England, to the Argentine, where |e is In — a - prices | looked cannot be denied, if one is | competitor, which is often handi- 
a ited . aN s é 5; ename 2. ne §«6curved | ige by the highly impersonal | ¢; > , >» lack SAV 
he will demonstrate its adv: ages personal] A >, ena ;to judge by en) personal | capped by the lack of time-saving 
st ate its ad antages personally. | mode] twins have an overall height | attitude with which customers are tools. 
enn for use = — — oie te aN aa | of 11 inches, a length of 7% inches | received in many of our service sta-| The ordinary reaction to recogni- 
; 22) — it re 1} ried to ee the rear drive into} and a bell diameter of 5'5 inches. | tions on which thousands and even | tion on the secend call has probably 
jo independent axles, ; é é cater m3 ‘itis far | . > j ‘hr 2 § s ars hi > ; ; 
Ww dependent axles, so that if a a_ caterpillar. The British War/It is finished in chrome and/millions of dollars have been ex- | been experienced by many of the 
readers of this article. Many of the 


MORRIS 7-PASSENGER, cylinder, 6-wheel saloon model 


‘(Photo by Underwood & Underwood) 


pair of wheels sinks into soft earth office has ordered a number of these equipped with a universal bracket. | pended for plant and equipment. 
the others may operate. If both be- cars, which are under construction | The price is $25 complete with tank In a recent address delivered be-' 
come unserviceable, a track is car- at Birmingham. and fittings fore the Automotive Service Asso- (Continued on Page 7) 


CURRENT PRICES OF PASSENGER CAR MODELS 


AULBU RN—8-98., 27 SOTO—Six. *1694, O. A, GRAHAM—Custom Eight. 44 W. B. NASH—&-86. &-cyl. 121 WwW. B. **PONTIAC—6 ecvl. 112 W. B. 
Standard Models,not including free wheeling 2 Stand. Coupe 7402-4 Roadster 795 5 Sedar 1,.845'7 Limor . 2,095 Cor Yon. Sed: 325 Ss 772'C , . 
2-dr. Brougham. .945 Con. Cabriolet 1.045 2-4 Coupe (RS) . 2-4 Con. Coupe 825 Sedan 1,895 sa alg . : Couns «RS) as : 4 4 ee ean d ; 75 aes ~—— 773 tae Sean on 
: 00 79214 ‘ a 


4-dr. Full Sedan.995 Con. Phae. Sed..1,145 4-Dr. Sedan......775) . ~ 
B ee Coupe oes we RHUDSON—8-cy!. 119 W. B. 4-dr. Sedan 1,295) Sport Coupe......812'Custom Sedan 882 


amunune aan & “he DE SOT O—S-eyl. *177 O. A. Coupe . 875\5 Town Sedan 945 NASH—8-90. 8-eyl. 133 WwW. B. z REO FLYING CLOUD—6 cyl. 125 W. RB. 
ee Se ~¢ ee 2 Business Coupe 965 5 Touring ...1,035 § Coach 895 5 Stand. Sedan 995 4-dr. Sedan (124 pe Coupe (RS --1,745 sedan . .1,695| Coupe 1,695 
Custom Models. including free wheeling 2-4 Road. (RS)..995!5 De L. Sedan 1,065 Coupe +RS) $25 Sport Roadster... .995 Ww. BB) ... 1,565) Vietoria 1,765 ; 
5 4-dr. Sedan 1,195|Cabriolet (R.S).1,245 5 Stand. Sedan... 995 2-4 Con. Coupe HUDSON—8-cyl. 126 W. B 7 Touring ......1,595 Ambassador 1,825 REO FLYING CLOUD—8 cyl. 136 W. B. 
. oan ‘eeeaune <> mami ata “ne . 995 (RE) : 4,095 Tour. Se ace 1 14517 F a Se Jon 1,195 eee l aa ie ; oe Yo an 1,996\Coupe . F +0 + 1,996 
-dr rough.1,145 ( ccc ec cee MOD ‘ sede Afolt Fa se 499 Cabriolet .... ,695'7 Limousine ... .2,02! » ‘ 
— aT a Se a . Brougham ....1,195'5 Club Sedan 1,445 ” ‘a REO ROYALE—8 cyl. 135 W. B. 
AUSTIN—4-Cyl. 75 W. B. DE VAUX—6 cyl, 112 W. B. HUPMOBILE—Centory 6. 114 W. B **OAKLAND—8-cyl. 217 W. B. Sedan , 2,485|Coupe ..........2,485 
2 Roadster . .445|2 Coupe .... .. Phaeton . 595 Standard Sedan 5 Sedan 995!Cabr " Coupe 997.Con. Coupe 1,09 STUDEBAKER—Six 14 Ww 
: ‘ Sed 5iCabriolet (RS))..1,050 ¢ : : . - B. 
BUICK—8-50. 114 W. B. ee See © weed wacell, .. Cam. Coupe 995|5 Phaeton ......1,050 2-dF. Sedan a ee. Rogen. .-. «iar Including free wheeling 
2 Bus. Coupe 1.0255 Phaeton Mg vite or 625 Sunsial Sed n *-899 2 Coupe (R. S.)..995/Roadster (RS)..1,075 "POF! Coupe 0 yong , os Roadster ........795!Tourer 895 
us yupe 1,025 5 a , Spare ' ee-620 Cle § a 


- a y > ‘ a 
2-dr Sedan 1,035 4 Spt Coupe 1 Business Coupe 5 wire wheels, HUPMOBILE—Century 8 118 W. B. eaten 3 er ge sw. B. 5 = Coupe eee pe Regal Tourer - 995 
4 Spt. Roadster.1,055 5 4-dr Sedan 5 wire wheels, pare mounted Sedan . .1,295|/2 Cabriolet (RS) .1,350 ’ 925 . dr. Sedan.....8955 Regal Sedan 


. . , 2 oC : . « se 5 Sedan 
4 Cony. Coupe 1 one in right in rear) f Coupe (RS) 1.2955 Phaeton 1.350 2-dr. Sedan 845 4 dr 
sa fender well)....645;Custom Coupe....795 2 Com. Coupe 1,295\2 a aadelen (RS) 1,375 Business Coupe 845 Con Roadster 935 
BUICK—8-60. 118 W. B. Custom Sedan > . ; - Sport Coupe 895' Patrician Sedan. .960 X 
2 Bus. Coupe...1,285'5 Phaeton 5 D at & HUPMOBILE—Series C. 121 W. B. OLDSMOBILE—6-cyl. 113% W. B 4 Coupe ........1,585/5 Brougham 
[a cant 25 Spt Sera token DODGE—Six. 16% O. A. Sedan 1,595|Victoria Coupe. .1,615 — a heme Wiedene & ° > Sedan ..... 1.585 (Cloth) 1.730 
5 4-dr. Sedan 2 Business Coupe 735.5 4-dr, Sedan 65 2 Coupe (RS)..1,595'7 Spt. Phaeton. .1,685 , a aa , : oan 4 Victoria 1,585, 5 Brougham 
a ans da“ 2 en Coupe __|5 ‘ e Phaeton oe Sabriolet (RS).1,595\5 Town Sedan. . .1,705 thew b meee oo > aa oe oo ) Regal Sedan. .1,730} (Mohair) .....1.730 
5 *K—8&-80. 2 ‘ s ‘ s 5 2 yon oupe Cou 1,615) res our s on acs : > . : 7 
4-Coupe 1,535/5 4-dr. Sedat 2-4 Roadstr (RS) 755, KR. 8.) . 8  aeaieeaianes ms : H. 123 W Sport Coupe 960 Patrician Sedan.1,025 STUDEBAKER—Dictator. 8-cy'. 114 W. B. 
- up . a d's - eedah =_ s . -* . . - ’ 2 > } Lec © 
i 5 erie 5 PACKARD—8-26. Standard 8. 1271's W. B. 2 Coupe . 1,095'5 Sedan . 1,150 
BUICK—8-90. 132 W. B. 4 Coupe ...- 1,150 Regal Sedan 1,250 
4 Spt. Roadster.1,6105 4-dr Seder SEVROD ARE —Presitns 8-80. 130 W. B. 
7 Tourmeg 1,620 4 Conv. Coupe 5 Sedan 1,850 5 State Seds 
2 Spt Coupe 1 720 7 4-dr weden. (‘5 wire wheels! 835 6 wire wheels) a aie ‘ es “ 425 5 Club Sedan 2.675 3 Gouse 1.850 a 1.995 
$ Coupe 1,765|7 Lim. Sedan eaten te tne eae” Tae oa HUPMOBILE—Series U. 187 W. B. 4 Phaeton 425\4 Sport Phaeton .?. 10, 4 State Roadstr.1,950 5 State Sedan 


2 
7 Ge a“ . ‘ s 20 . 2 525 Se . 
CADILLAC—V-8. Fisher Custom. 134 wheels) . 845| wheels) .... : Sedan .. 2,295|Sedan Limou... .2,445 7 Teortna ‘ wom a Lim 5 4 State Coupe. .1,995| (Cloth) 1,995 
Son 2 695'2 Co saa ; icloria Coupe. 2,295) : . ' ° ae aioe : *"3'465 STUDE . ‘ 90. 136 W. B. 
2 Coupe .......3.69512 Con, Coupe DODGE—Eight, 118 W. B. All Hupmobile medels include free wheeling 2 CON, Coupe’ 3.389 Cony. Sedan... 1409 SEUDEBAKER—President 8.90, 136 WB 
5 Sedan 2.795 A. W. Phaetor 4 Coupe ‘(R.S.) 5 Sedan (6 wire LA SALLE—S-cyl. 134 W. B. cai % , 16 W. B. 7 State Tourer 2.095|7 State Sedan 
5 Town Sedan. .2,845'7 Imp. Sedan . wire wheelsi1,095. wheels) . 1 Fisher Custom PACKARD—8-40. De Luxe - = be <- 90 i Se anes ae ..2.150! (Mohair) .....2.295 
2 Roadsie1 2,845 Touring ‘(Pleet 5 Sedan (5 wire 2 Cou 2 195'5 To Sedan 23 4 Phaeton 3490/4 Sport Phaeton... tv 5 ‘ 7 State sedan 
5 Phaeton 2,945| wood) wheels) . 1,135 5 Sedan . q "295 7 se eran 21475 2 Roadster .....3,490/5 Sedan ..... a aoe en 2 295 «Cloth! 2,295 
, + ‘ ‘ . Mae a . , 9 . « ~, 85 ’ ee « | , + 4.899 
CADILLAC—V-12. 140 W. B. DODGE—Fight. 118 W. B. 2Con. Coupe ..2'295/7 Imp. Sedan 2'595 —-: 3.548 > Sere... sso 5 Brougham 7 Diesousine 2'600 
2 Coupe . 3,795'7 Sedan +143 2-4 Roadstr (RS) 9955 Sedan 1,045 5Coupe . 295) : (Cloth) . 2 205 
5 Coupe 3,895, W. B.) 4.195 2-4 


ae . ‘ oor : 2 Cony. Coupe ,595) 
Stan. Coupe 2-4 Con. Coupe LA SALLE—8-c , . THT: a eo . 
a ae : >< oe > 4 -LE—8&-cyl. 154 W. B. . aaa 454% W. B. STUTZ—LA 6-cyl. 127'2 W. B. 
5 Sedan 3,895 7 Touring . 4,295 RS.) .. 1,025 R.S) 1, Fleetwood Custom PACKARD 6. ee o - . 4.285 5 Coupe 1,995|Cab. Coupe.....2,445 
Roadster 3,945'7 Imperial Sedan DURANT—6-10 4-cyl. .112 W. B. 2 Roadster .....2,245|5 Sedanette ... i Sedan . 4,150)7 Sedan 45 oe” 5 Sedan 2,245|2 Speedster .....2,585 


5 T Sed 3 5} +14: / ' 5 7 on - EE > . y . ‘ 3 . 4 
hates oan 4 bor A Hy ee by oo Business Coupe. 735'Sedan . 765 7 Touring 2.3455 A. W. Phaeton PEERLESS—Standard & .118 W. B. 2 Coupe .+++2,245|4 Speedster . 2.585 
Con. Coupe . 7 4045) _ Coupe ‘(R.S.) 755 5 Sedan Cabrio. 3,245) 5 Sedan .. 1,495) 5 Brougham 1.545 Club Sedan ... .2,345|4 Speedster +TC) .2,785 


a a ; 26 3 5/2 Cabriolet R.S.. 1,595 aiace ae 

CADILLAC—V-16. 148 W. B. DURANT—6-12 6-eyl. 112 W. B. LINCOLN—#-cyl. 145 W. B, oa. aa 5 coMTUTE—MA, Brevi. 11s We Be 
Fleetwood Custom. Business Coupe.. 760'/Sedan 95 Standard Models “ te a 5 , = Coupe hho 1690) “se ous ‘ee 

. = aa . . - . . © PEERLESS—Master 8 125 W. B. 2 Coupe ...- 2,995; Tor. Speedster 3,595 

2 Roadster 5.350|2 Coupe 6,850 Coupe (RS)}.... 780'Ch. Dr. Sedan “° Sport Phaeton. .4,400/Town Sedan 1.995\5 Brougham 2.045 Club Sedan 3,295'5 Sedan 3.195 

A. W. Phaeton. .5,750|2 Con. Coupe ...6,900 DURANT—6-14 6-cyl. 112 W. B. Sport Touring. 4,400] 13 windows). 5 Soden HS) | |1'998/2 Cabriolet... 2.095 2 Speedster ....3,495|4 Speedster (TC) 3,795 

2 Coupe ...-5,800/5 Club Sedan .. 6.950 De Luxe Models 5 Coupe .. 4,600) . a - —_ “4 Speedster 3,495 

5 Coupe -.-- 5.950} 50 « - . " 7m . ° liso e 5 Club Sedan 2,045) 5p oocceds 

5 Sedan 6,950 Spl. Coupe ‘R.S.) 965\De Luxe Sedan.. 995 Town Sedan |5 Sedan ........4, ‘ STUTZ—MB. & cyl. Custo 10 W. B 

cep . . . (2 windows) . .4,600'7 Sedan PEERLESS—Custem 8 138 W. B. 8 — . . Custom. >» WwW. B. 

ESSEX—6-cyl. 113 W. B. ’ zs eee ’ ao b 7 Speedster ....3,595!7 Limousine ....3,995 

17 Limousine .....5, CRS). . SE Beene + «+: 5 Sedan .....,.3,695|Cab, Coupe .....3,995 

5 LINCOLN—8 cyl. 145 W. B. ; 3,70 AEE, <a ' 3,895'5 Con, Sedan ...4,395 


4Coupe (RS) 895 (6 wire wheels) .995 
STUDEBAKER—Commander 8-70. 124 W. B. 


DODGE—Six. 1314's W. B, 5 Sedan 1,895|Victoria Coupe 91s “ a 
Business Coupe 2 Business Coupe 2 Coupe (RS) 1,695'7 Spt. Phaeton, .2,005 5 Sedan 2,388) 


wire wheels) 815 (6 wire wheels) 850 2 Cabriolet (RS).1,8955 Town Sedan PACKARD—8-33. Standard 8. 134'2 
2-4 Coupe ‘(R.S.) 2-4 Coupe (R.S.) 4 Coupe . 1,915) 2 Roadster ....2 


2 
4 
+ 
e 


5 Club Sedan 5,950\5 Sedan Cubrio..7.125 
5 Sedan 5.950'7 Sedan 7,225 
5 Sedan Cabrio.6,125'5 Imperial 71.300 2 Coupe ,....... 595.5 Stand. Sedan 6 
7 Sedan .., 62255 Imp. Cabriolet.7,350 5 Coach 59! Sport Roadster 7 2.845'7 Limeusine 
5 Imperial 6,300'7 Imp. Sedan 7.525 4 Coupe ‘(R.S.) 455 Touring Sedan. 77% Custom Models PEER! ESS—8-ey) 125 OW. OB. STUTZ—MB, &-cyl. Salon. 145 W. B. 
2 Eee. Cabri $5001 vox _ Cadriolet | —~ FORD—Model A. 4-cyl. 10342 W. B. Con. Roadster |Con. Sedan _ ‘De Laue Master 5 Sedan : \7 Sedan Lisssusing “ 
TImp. Sedan. 6525 ean rab iniol ‘""" Pickup Op. Cab. 4254 Victoria .. 580 +Le Barpn) 4,700| ‘Dietrich)...... 5 Sedan .......2,320j/Brougham . 2,370 ¢ ie aaron) +o 4, 795 . eee 
Town Cabriolet | (quarter win- Roadster 430|De Luxe Phaeton 580 2 Coupe [A. W. Brougham | 2 Coupe ... -2,320|Cabriolet 2,430 Le B ren) 4,995) 1Le Baron) 5,616 
(opera seats). 6,525! dows) 8.750 Phaeton 435 Standard Sedan (Judkins) 5,200 ‘Le Baron) ... Ciul Bedan 2'3701 ( aron)...4, |. e —— +25, 
Town Cabriolet \Town Cabriolet ' Pickup Cl. Cab. 455|_ (3 windows) 590 Berline «(2 won.) |A. W. Brougham ~.ARROW—48. S-cyl. 194 W. B 6 Sedan , Trans. Town Car oa 
(q’rter win.) 6,525} ‘leather De L. Roadster.. 475 Cabriolet ., 595 = ( Judkins).....5,800/  (Brunn) ...... PIERCE-AR 3. yt Be + we (Le Baron)... .4,995} (Le Baron)... .5, 
Tudor Sedan 490 4-dr. De Luxe Berline «3 win.) | A. W. Cabriolet 2-4 Coupe (RS) .2,685/2-4 Sport Roadster 6 Bro. Limousine |7 Trans. Town Car 


Town Cabriolet, | quarters) 8.750 ¢ ; ‘ ‘ ‘ ‘ 7 
(full leather) 6,525|Lim. Brougham 8.750 Coupe - 490\" Sedan (2 win.) 630 (Judkins) 5,800; S.C. (LeBaron).7,300 5 Sport Tourer 2,895| (RS) .. 2,895 «Le Baron)...5,195| (Fleetwood)... .7,495 


; ; eonlT, -: ong Sport Coupe 500'Town Sedan 630 Nef ROE p q 6 Sed I 
Lim. Brough'm.6,525|Town Brougham.9.200 7 pe wo peen weae Limousine |A. W. Cabriolet PIERCE-ARROW—43. #-cyl. 137 W. B. 65 SEROUSIDS | 
Town Brougham 9.700 De Luxe Coupe. 525 Town Car ; Le (Willoughby)..6,100}  «Brunn).......7,400 5 sedan 2,685|7 En. Pr. Limou 3,145 (Le Baron)... .5,195 
CHEVROLET—6-Cyl. 109 W. B. FRANKLIN—Transcontinent, 6-cyl, 132 WB. Con. Phaeton) |Panel Brougham 5 Club Sedan. ..2,835|5 Con. Sedan 3,650 STUTZ—MA, & cyl. 13412 W. B. 
2 Roadster 47515 Coupe 595 5, Sedan 2.295. Vic Brougham. . 2.395 (‘Derham).. 6,200! (Willoughby) ...7,400 7 Sedan . .. 2,99! Chateau Series Weymann. 
2-4 Sp. Roadster 495 5 Se aaa 635 Coupe f 2.345 Pursuit 2,495 Con. Coupe | PIERCE-ARROW—42. 8-cyl 142 B. +4 Longchamps , 4,346|5 Versailles . 4,346 
5 Phaston "59015 Svecial Sedan. .650 COM. Coupe 2,395 Town Sedan 2,425 Dietrich) 6,400) = 3 48014 8 Phaeton”. 3.750 STUTZ—MB,. 8-cyl. 145 W. B. 
2 Coupe +3 win.)..535;Con. Cabriolet 615 FRANKLIN—Transcontinent, 6-cyl. 132 WB. Lincoln models include free wheeling. 5 Tourer ; 00018 oes once 3°745 Chateau Series Weymann. 
2 Coupe (5 win.)..545'Lan. Phaeton 650 Roadster (6 wire 7 Sedan 2.475 MARMON—70. 180 0. A ~<a monceter, 450/1 caine 3'825 5 Chaumont ...4,745|5 Monte Carlo. . 4,895 
5 Coach 545 _ wheels) 2.345 Sport Salon 2.595 9 stand © POE ET Rip aa 995 2-4Con. Coupe | |5Club_ Berline. 3,945 WILLYS—6-97. 6-cyl. 116 W. B. 
2-4 Sport Coupe _ 5 Special Sedan.2,425 Spec. Limousine.2,725 ¢ mene oupe 950 4 Vic Coupe ......§ 95 ‘RS)...... 3.650/7 En, Dr, Limou.3,995 2 Roadster ...,...495/5 Club Sedan .....625 
(5 windows)... .575! FRANKLIN—De Luxe. 6-cyl. 132 W. B, > o#" - S053 Com. Coupe .. 108 5 akan *.” 3,695| 5 Touring .......545/5 Sedan 
CHRYSLER—"6." 6-cyl. *175%% ©. A. Coupe ..++.26457 Sedan 3005... MARMON—C6. 190-196 W. B. PIERCE-ARROW—42. 8-cyl. 147 W. B. 2 Coupe ..........569) 
Roadster . 885 Sedan 95 5 Sedan 2,695,7 Limousine 2,995 2 Stand Coupe. .2,275,2 Con. Coupe ...2,395 7 Spt. Tourer. ..4,275|5 Sport Sedan WILLYS—6-98-D. 6-eyl. 113 W. B. 
Coupe 885 Con. Coupe 5 Pirate Tour...2,695 Town Berline (6 5 Sedan -. -2,295\7 Sedan .. .. 2,495 2-4 Con, Coupe (Le Baron)...5,375 4 Victoria Coupe..795|4 Vic. Coupe +DeL) 850 
CHRYSLER—8-cyl +186,5 O. A 7 Pirate Phaet.2,695) wire wheels). )3,195 5 Club Sedan 2,345'7 Limousine ....2,595 «RS) ........4,275/7 En. Dr. Limou an 5 Standard Sedan.795|5 Sedan (De L)...850 
r in _— . Club Sedan.....2,745 Speedster (5 wire ba ail r 7Sedan . 4,785 (Le Baron) ...5, a * r " 
2-4 Roadster ...1,595|5 Royal Sedan Con. Coupe....2.765| wheels) 3.345 5 Sea; MARMON—1e-07%, 145 W. B. 7En. Dr, Lim Saeed Town WILLYS—8-80-D. | 8-cyl. 121 W. B 
2-4 Roya! Coupe (Speci: 1565 7 , A710, = ' 5 Sedan . ..-4,775|2 Con. Coupe ., .4,875 song 4 Victoria Coupe..995|4 Victoria Coupe 
_- oy' - ope, callie See v 965 Town Sedan 2,775'Con. Speedster. .3,495 9 Coupe 4.795|7 Sedan 4.975 2-4 Coupe ‘RS) | Brougham ....6,250 5 Sedan (De Luxe) 1,095 
5ta ard) . - r adster + 4 2 795! oun? S a cares ’ “ j 5§ ie seers 
sit ane) ests ge Spe $ Roadete a = —e . a a 5 Cl. Cp. Sedan.4,845|5 Con, Sedan .,.4,995 . a See). re Town ., 6,250 5 Sedan (De L) .1,095 
(Standard) 1,525 2-4 Con. Couve *#RAHAM—Stan ard Ste. 5 W. B. cs 5 Victoria ......4,845|7 Limousine . 5,075 ‘Le Baron),..5,100\Formal Town WILLYS-KNIGHT—66-D. 6-cyl. 121 ©W. B. 
3-4 Royal Coupe __ {5 Phaeton 1979 Couns + SUR Readates = NASH—6-60, G-cyl, I14'4 W. B. 5 Con. Sedan | Landaulet ....6,400 4 vic, Coupe ,..1,095|4 Victoria Coupe 
(Specia}) 1,535! Town Sedan. . 895 Sedan sseee 955 Coupe ... ...795\4-dr. Sedan ......845 ¢Le Baron). . .5,200| 5 Sedan .++1,095] (De Luxe) ....1,195 
CHRYSLER—Imperial. 8-cyl. 211 0, A. Coupe (RS.) 895 2-dr. Sedan ,,,..795|Touring .......-.895 All Pieree-Arrow models include free 5 sedan (DeL)..1,195 


a a : GRAHAM—Special Six. 115 W. B. Coupe (RS) . 825) wheeling. d of 

5 Sedan 2,745|7 Sedan Lim 3,145 . : * ll length of chassis instead o 

5 Sedan (Ci.G) 2'845\2-4 Cus. Coupe .3,150 Coupe eeeee 925/Town Sedan..... 975 NASH—8-70, 8-cyl. 11614 W. B. PLYMOUTH—4-cyl. *167 ©. A. on € 

7Sedan ........2,945] : Coupe (R.S.).,.. 975|Sedan .........1,035 Coupe. . or ote) ta. Soden ass one 2 Bus. Roadster. oan haeton . -- 625 “seas delivered prices only are quoted, 
, enlia 374 GRAHAM—Special Eight. 120 W. B. Gr. Spec an.990'4 Con, Sedan... .2,0%9 2 Bus, Coupe.....565|2 Coupe they vary in different sections ef the 
CORD—8-cyl. 1374 W. B. a ete Coupe (RS) .....9751 2-dr. Sedan......565j4-dr. Sedan....... country and the Oakiand-Pontiac prices 


Seda ; hee > sedis 5 Cou 1,155|Sport Sedan....1,195 r 
Brougham + 2 3oslPhacten® Sedan 3'595 aoa (R.8.) ‘4,195! Bedan cho aih a cone (Recent price changes in bold face) 4 Roadster .. 610|4 Con, Coupe......695 given above are for New York city only 
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Electric Gauge Indicates 


el 


Electric Heated Annealing 
Furnaces for the Steel and 
Other Industries 


By J. C. WOODSON 
Manager Industrial Heating Engineering Department Westinghouse Elec- 


tric and Manufacturing 


The the fourth in- 


stallment _f a paper presented be- 
fore the American Institute of 
Electrical Engineers’ Pittsburgh con- 
vention, which closed March 13. It 
will appear serially in the Automo- 
tive Daily News 

Wire, Strip and Sheet Annealing— 
The annealing and heat-treating of 
steel wire for bridges and similar 
applications has been until recent 
years done in either sealed boxes in 
fuel-fired furnaces or  fuel-fired 
lead pots. One of the largest makers 
of this of material has in- 
stalled large electrically heated lead 
bath furnaces and heat-treats or 
“patents” his wire continuously, ten 
or twelve strands running in parellel 
through the lead at once Othe! 
heat-treating operations, such as 
hardening, quenching and drawing, 
follow the same scheme. His prod- 
net is much superior to that of for- 
mer methods, and the over-all cost 
jess. Similar equipment is also 
used for narrow steel strip, such as 
saw-blade stock, measuring tape 
stock. etc 

In the cold rolled steel industry, 
large tonnages of low carbon steel 
strip are annealed, usually in large | 
cast iron boxes in coal or gas fired | 
furnaces. The common practice | 
generally shows approximately two | 
tons of box, base and sand heated for 
each ton of steel heat treated. This 
is, naturally, rather poor economy 
and the product is none too good. 
due to temperature variations and 
non-uniform heating and cooling. 
During the last three years the 
Westinghouse Company has worked 
out designs of electric furnaces and 
processes which produce practically 
100 per cent. uniform and acceptable 
products, bright annealed, and at 
actual cost savings of 75 cents to $2 
per ton over existing methods in 
the same mills 

These electric furnaces are of the 
“Bell” type, and are designed to an- 
neal cold rolled strip in the coils 
to obviate uncoiling and recoiling, 
and also as a further assurance that | 
the surface will not be scratched 
The coils are stacked one on top 
of the other on the base as shown, 
and a sheet metal hood is then low- | 
ered over the charge. The loaded | 
base, which is mounted on wheels, | 
is pulled by a motor operated car | 
puller into position under the fur- 
nace proper or “Bell.” This bell, | 
which is kept hot at all times is | 
lowered over the charge, in which 
position it fits snugly on the base. 
The outer edges of the furnace shell 
and hood dip into a liquid seal out- 
side the furnace to prevent escape 
of the gas used as an artificial atmos- 
phere under the hood. This gas is | 
a treated, cheap by-product gas, 
such as blast furnace or coke oven 
gas, and is passed through pipes in | 
the bases over the charge continu- 
ously while heating and cooling to 
prevent surface oxidization. After a 
charge is up to temperature (1350° | 
F. to 1600° F., depending on work), 
the furnace bell is raised and the | 
base, hood and charge are moved 
out on the track to cool and a 
fresh charge pulled under the bell. 

This operation requires but two} 
or three minutes and effects great | 
economy, as the operation is prac- 
tically continuous and the loss of 
heat from the bell is very small. A 
noteworthy feature of this design is 
the use of a center heating ele- 
ment that allows the interior of 
the coils to be heated at the same 
rate and at the same time as the 
exterior. This center heating ele- 
ment is so designed as to give ver- 
tical uniformity of heating effect 
and also to disperse heat to the in- 
terior of the coil at the same heat 
density as the outside of the charge 
receives. Tests with a dozen ther- 
mo-couples throughout the charge 
indicate the distribution to be as 
close as plus or minus 5 degrees 
F. The average charge weighs 6,000 


following is 


class 


Is 





Company, Mansfield, O. 


pounds and the economy is from 
11.5 to 13.5 pounds per k. w. h. at 
1,350 degrees F., depending on con- 
ditions. 

Actual test runs on both gas fired 
and electric furnaces extending 


over a period of severa] months in- 


following 
two method 


the 
the 


dicates operating 


costs for 


Labor, maintenance, misce)laneous 


Total per 


Saving electric over gas furnace 
Such savings with companies mak- 
ing 300,000 to 600,000 tons a veal 
amounts to real money, and will 
how a return on the furnace invest- 
ment of approximately 200 per cent 
These savings do not include such 
items as “better working condi- 
Lions,” “better product,” “fewer re- 


> 


bbe 


one furnace after another, with de- , 
crease in orders, maximum efficiency | 
will be obtained fur- 

continue 


as remaining 


| 
anes will 
| fun capacity This is not possible 
two large 
that 
at 


lo operate al 


continuous 
operate 


; with one or 
type furnaces 
very inefficiently 
lable loads 
| Pack annealing of larg high 
| silicon sheet and punchings has now 
| been developed to a rather fine de- 
| pree. The most suitable furnace for 
such work beyond question, the 
large rectangular bel) furnace, as 
shown in Fig. 5, as with 
bases per furnace the operation 
can be practically continuous and 
economical] 

Such furnaces 
number are now 


must 
light and vari- 


le 


hi 


Size 


1s 


several 


to a considerable 
in operation in ca- 


Cost per ton 
Gas-Fired Furnace 
3.05 
215 


Cost per ton 
Electric Furnace 
1.45 
1.40 


5.20 
2.85 


$2.35 


pacities to 60,000 pounds per 
charge 

Here also the rate of heating and 
rate of cooling are as important in 
securing the proper magnetic quali- 
ties as uniform temperature distri- 


bution and automatic ecnirol. These 


up 


Se ¢ 
pi . ik Bs, 


ae ae 


“ 


~— . 
le ee 


el 
FIG. 5. 
jects,” etc., but are actual operating 


costs. 
To the above figures should be 


Size of Parts by 
Colored Lights 


The new 


Sheffield electri 


gauge flashes green, amber 


and red lamps to indicate to the operator whether the part 


checked is undersize, satisfactory or oversize. 


It is now be- 


ing used in the automobile industry and is claimed to indi- 
cate with certainty any variation as much as a hundred- 
thousandth part of an inch below the low limit or above the 


high limit of size specified on 

For each part to be inspected 
Standards made o! hardened 
alloy steel and lapped to exact size 
one to the high and the other to the 
low limit of size specified by the en- 
These standards used 


are 


gineers are 


NEW SHEFFIELD electric 


elec- 
be 


by the operator for setting the 
tric gauge tor any new part 
inspected and for checking it 
time to time during inspection 

To resist wear. the lower 
the plunger is tipped with a s¢ 
lected lapped diamond Phe 
ened steel anvil on which the 
rests carries a lapped insert 


to 
from 


end of 
hard 


work 
ol 


tungsten carbid 


First zone in heating chamber for “horseshoe” type continu- 
ous vitreous enameling furnace. 


Heaters on side and bottom 


furnaces can be used with or with- 
|} Out artificial atmospheres. 
(Te Be Continued) 


| 


| 
| 


added the cost of the reducing gas. | 


which also is less for the electric 
furnace, but, since this cost will vary 
with the gas used, geographic loca- 


| tion, product treated, etc., it wil] be 
The above figures | 


disregarded here. 


are based on 550 b. t. u. city gas 


| at 35 cents per M and electricity at | 
8 cents per k. w. h. 
It was also found that the heat | 


treating time was reduced from 
seventy-two hours per run to thirty- 
five hours, due mainly to the fact 
brought out above that with the gas 
furnaces the charge represented 


| Only one-third the total weight to 


be heated, whereas in the electric 
furnace the charge is over 75 per 


| cent. of the gross weight 


Similar furnaces have now been 
installed in two other large cold 
rolled mills. Recent checks on pro- 
duction costs show the same ratios 
as given above, and in each instance 
the quality of work produced was 
superior to the gas-fired product and 
the rejects practically nil. 

A distinct advantage of the semi- 
continuous bell type of furnace in- 
stallation is that, with a number of 
units, great flexibility can be se- 
cured to meet variable production 
schedules, By merely shutting down 


DISTRIBUTES REPORT OF | 
| ALUMINUM TANK 
TESTS 


Bound copies of the official report | 
on impact, hydrostatic and _ fire | 
tests of aluminum alloy motor truck 
tanks, conducted at New Kensing- | 
ton, Pa., September 25, 1930, have 
been made available to the petro- 
jeum industry. The report, pub- | 
lished, with forty-six pictures, by 
the Aluminum Company of Amer- 
ica, development division, is obtain- 
able without charge from the Amer- 
ican Petroleum Institute, New York. 

In the test tank compartments 
were filled with water and dropped 
twenty-five feet upon a steel plate 
resting upon a concrete floor. The 
hydrostatic tests provided for sub- 
jecting the tanks to water pressure 
to point of failure. In the fire tests 
gasoline was placed in the tank and 
gasoline and oil were burned out- 
side. Statistical and photographic 
records were made of the tests, and 
data from these are included in the 
bound yolume. 





small 


| conversation 
| clerk or proprietor makes a mental 
| note of the conversation which may 
bring out some of the personal char- | 


Personal Interest Builds * 


twos 


fauge 


the production blue print. 

its high degree of ac- 
gauge proves the most 
device for measuring 
which it to be 
prea ’ rts, 


Because of 
curacy, this 
satisfactory 
the standards to 
se for measuring: 


1s 


used in inspection of sma'l parts 


claimed. It is used when the 
gauges are being lapped to 
their sizes against tool room 
gauge blocks, which in turn 


to the millionth part 


it is 
master 
check 
ter 
are accurate 
of an inch 
Accuracy and increased speed jn 
inspecting and complete absence of 
train are claimed for this de- 


as 


eve 


vice 


Service Goodwill 


(Continued from Page 6) 


retai] stores—haberdashers 


for example—make out a Sales slip 


'and obtain the customer's name. On 


the next visit the customer is greeted 
with, “Good-day, Mr. Smith, what 


can we do for you today?” The 


| recognition comes as a surprise to 


the customer, and probably a briei 
ensues. The shrewd 


acteristics of the customer, his fond- 
ness for motoring, golfing or that 
Junior had received a black eye in 
combat with one of the neighbor's 
kids. These are useful in establish- 
ing a common ground for future oc- 
casions. 

Some of the more 
service stations maintain a personal 
| follow-up system. This is especially 
| practiced after a job has been com- 
|pleted and delivered to the cus- 
tomer. The service representative 
calls on the client to determine 
| whether or not the service rendered 
| has been satisfactory. Some service 
| stations observe a follow-up system 
in which return post cards are 
mailed to the customer shortly after 
the service has been completed and 
the car returned to the customer. 
The card requests that the customer 
express his views on the service re- 
ceived. The object of this follow-up 


up-to-date 


| withstanding this recognition, it 


| out 


in either case is purely selfish and 
often recognized as such. Not- 
8 
regarded as anything but objection- 
able by one whose vanity has been 
flattered to the extent of asking his 
opinion on such a vital subject as 
service. That this is true is oorne 
by the personal experience of 
the writer while engaged in service 
work abroad for a prominent motor 
car manufacturer. He had occasion 
to call on one of the officers of a 
local company and the conversation 
turned to follow-up service. The 
executive related an experience 
which had occurred that day. He 
had had his car overhauled a couple 
of days before and had received a 
cail from one of the dealer's service 


is 


representatives, who seemed to take » 


a particular personal interest in his 
welfare and particularly in the 
| quality of the work which had been 
done. The attitude Of the customer 
}in discussing the experience was €x~ 
pressed somewhat as follows: “He 
|knew d—n well that the job was 
right, but he thought he would ‘kid’ 
|me a little by making a special call 
ito obtain my opinion. I know what 
lit is all about, but I like it, and even 
though I saw through it, that com- 
pany now has a larger share of my 
good will.” 

A personal interest account will 
keep out of the red. 
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Coal 


G. M. REPORT POINTS TO LOSS 
DUE TO SEASONAL PEAKS 
AND DULL SPOTS 


The following survey of the coal delivery field was conducted by the 


General Motors Truck Company of 


Pontiac, Mich., with the idea of 


determining reasons for, and reducing excessive costs in this operation. 
The results of this survey are appearing serially in Automotive Daily 
News, through the courtesy of the General Motors Truck Company. The 


complete text of this report is available at all 


Company dealerships. 


A ment, the d 


campaign to bring in orders 
months. 

He used his regular phone oper- 
ator to make the calls, so that his 
increased selling expense was little 
more than the cost of the calls— 
about $50. And in spite of the fact 
that the second year showed a gain 
of 10,000 tons and was characterized 
by an unusual number of cold snaps, 
which ordinarily might have pro- 
duced more marked peaks, the ac- 
companying graph tells the story of 
what actually happened. 

Here are the _ results, 
figures: 

The 
the early 
the summer 
campaign had 


te 


-aler 


in actual 
instituted in 
the end of 
dealer's 


‘ssful 


campaign was 
spring, and by 
months the 


been so suce 


1200 


 ccaleedl 
wool | WM, Il 
tool | | V\I | 
|| 


instituted 


MAY|JUN | JUL 


General Motors Truck 


a year-round 


during off days, and 


weeks 


well worth’ while. Reduce’ the 


S a result of the study mentioned in the previous jnstall- | 
telephone | 





peaks and profits will increase pro- | 


portionately. 

Well-directed sales effort to over- 
come peaks will reduce the severity 
of peaks, but it can 
eliminate them, and, although every 
reduction in the frequency and se- 
verity of peaks means money in the 
coal dealer's pocket, he still must 
be prepared to meet extra deniands 
periodically throughout the winter 
season. How well he can meet those 
demands from the standpoint of 
service to his customers and profit 
to himself will depend largely on 
the work accomplishment he can 

yy his 


SEP [OCT 


tries < 


[NOV | DEC 
a 


i 
P| | TN HT 
lal 


ONE DEALER, for example, 
days in dollars and cen's 
ment. On a new five-ton truck, 


fixed cost as shown in the chart 


whose wage was 60 cents an 


(above). 
were present whether or not the truck was at work. 


trick was in the shop or otherwise idle, 
hour, was likely to be 


figures the cost of his lost time on busy 
vy pro-rating his fixed costs on his equip- 


cost $6,800, he figured his 
These fixed costs he knew 
Moreover, if the 
knew that the driver, 
idle, too. Idle 


which 


he 


time computed on this basis mounts up to heavy losses in relatively 


short 


five-ton truck, 
therefore been 
unusual peaks. 


thar sold one 
which he had 
forced to keep for 
With one less truck, he was able 

handle effectively 10,000 tons 
than the previous year. 

He hired trucks only three times, 
and his total bill for hired trucks 
was loss than in the previous year. 

He reduced his totel delivery ex- 
pense from $27,321.73 the first year 
to $24,791.20 the second year, a 
Saving of $2,530.53 
Three Methods for Reducing Peaks 

During the survey preceding this 
report, special effort was made to 
learn from coal dealers the methods 
they employ to eliminate peak 
periods. Many answers were given, 
the most frequent and practical of 
which were the following: 

!. Summer fill-up campaigns, usu- 
ally based on a favorable summer 
price. up to September 1. 

2. Special last-of-the-month sales 
campaigns overcome the usual 
month-end slump. 

3. Telephone and personal solici- 
tation campaigns based on customer 
card systems, which show record of 
purchases and estimated date for 
additional purchases. (One such 
card is reproduced on this page.) 

Every coal dealer who wants his | 
trucks to operate profitably will find 
each of these types of selling effort 


he 


to 
mere 


to 


| vation of trucks at 
| coal Shows that the 
jin the average yard loses, 


time 


survey which pvreceded this 
report showed clearly that a great 
many coal dealers fail to get the 
maximum out of their trucks even 
in the busiest rush days, and it 


The 


ing dull periods truck costs went up 
steadily because trucks were not be- 
ing used 
cally. 
in delivery is excessive idle time of 
expensive truck equipment, and 
arises largely at three distinct places: 

1. In the dealer's yard. 

2. At the point of delivery. 

3. In the repair shop 

During this survey, 
points, even during 
riods, stood 
Frequently they affected seriously 
the most vital point of his business, 
| the service he was able to give his 
customers. In each case they 
|}costly. In each case they 
markedly the work accomplishment 
'of the coal dealer's trucks, and hence 
his profits. 

A half hour lost each day through 
avoidable delays means loss of the 
profit on many tons of coal in a 
month's time, and yet actual obser- 
work delivering 
average truck 
not half 


fan hour a day, but an hour, an 


hour and a half, and even more, 


never entirely | 


| at this point. 


| typical truck during a busy day. 


| utes 


| from 


Deliveries 


FIXED COSTS 


on a typical coal truck 


Depreciation (20%, first yr.). 


$1,360.00 


Interest on investment not charged 


off at end of Ist yr. 


Garage rent (at $10 a month). ~. 


Property tax. .. 


Ee er 
PS 5 is ae lan 


TOTAL FIXED COSTS. . 


eee @ @ 


346.40 
120.00 

11.36 
ads 107.50 
co oe 


. .$2,183.75 


‘se ic 24-4648. 09 


Fixed cost per day (on basis of 300 


working days) .. 


; 7.27 


Fixed cost per hour (on : basis of 10- 


hour day).. 


During both peak and dull periods, | 
loss of truck time frequently is 
greatest at the one point where it 
should be easiest to control—in the 
dealer's own yard. Poor yard ar- 
rangement, careless supervision of 
drivers, unsatisfactory loading 
methods, slow dispatching—these 
and other factors contribute to loss 
During the investiga- 
tion, for example, one yard was 
observed in which this loss of truck 
time tended to destroy the entire 
effectiveness of one of the most 
compact, efficient yards encount- 
ered. A small yard, economically 
laid out and serviced by 
head crane, 


an over- | 
was handling an un-| 


usual volume for the yard space in- | 
volved. And it could have handled | 


more. But poor 


the standpoint of 
the trucks when in the yard, made 
it impossible for this dealer to take 


yard arrangement | 
truck | 
| efficiency, plus careless handling of | 


full advantage of his yard capacity, | 


even on the busiest days. 
out the day, on busy days, his trucks 
were jammed up at the yard 
entrance or parked along the street 
for distances as great as a block 
away. For example, the chart here- 
with shows the schedule of one 


The average trip time of this 
truck for the nine trips was forty- 
one minutes. On that basis, it 
might have made three more trips a 
day if the average delay at the) 
yard had been reduced to five min- 
for each trip. In short, the 


| truck could have accomplished one- 


;} ment. 


effectively and economi- | 
Here, again, the source of loss | 


it | 


losses at these 
busy peak pe- | 
out time and time again. | 


third more work. 
Five Steps in the Yard 

Not all coal dealers, of course, 
find truck delays in the yard so 
costly as they were in this yard. But 
in some measure, this experience of 
lost time at the yard is duplicated 
in almost every retail coal establish- 
Observation of many yards 
and of their truck procedure shows 
that in the great majority of yards | 
the truck and the driver go through 


showed even more clearly that dur- | the following steps between the time 


they return from one trip and the 
time they set out on another: 


——> 
tha ¢ An A414 


NAME 


ADDRESS._ 7/2 &- Marhef St 


PHONE _/ayecdle 3/41 ; 


ROAD: 
were | 
affected | 


Through- | 


| other 


73 


1. The truck pulls up outside or 
inside the yard and stops, and the 
driver goes to the dispatch office to 
receive instructions for loading. 

2. The driver receives his lovdin« 

ne 
instructions and prepares the truck 
for loading. 

3. The’ truck is 
driven to the scale. 
loads this frequently calls for 
or more trips to the scale.) 

4. The load is adjusted to correct 


loaded and is 
(In split-board 
two 


Profitable 


2. Loading. 

3. Receiving loading and delivery 
instructions. 

Simplifying and speeding up these 
three tasks is the first step the coal 


retailer should take to increase the 


| efficiency of his truck operation. 


Moving Traffic Faster in the Yard 
Many coal yards which were laid 
ago have been 
fundamental plan 
the rapid move- 
Conveyors, bins, 
and other load- 
have been 


plan of the 
remains un- 


out years never 
changed in their 
to accommodate 
ment of trucks. 
Silos with hoppers, 
ing facilities usually 
added, but the basic 
yard, in many cases, 
changed. 

As a result, investigators fre- 
quently found yards having a single 
entrance and exit, which forced 
trucks to stand idle outside while 
loads were being weighed. Again 
they found trucks were forced to 
line up outside the yard because 
waste space inside was not cleared 
and made available for trucks to 
stop preparatory to loading. 

In several yards, posts, protrud- 
ing corners of old bins, and even 
piles of rubbish or discarded tools, 
prevented trucks from moving free- 
ly about the yard and made extra 
maneuvering necessary. And a few 
yards were found where plain dirt 
surface quickly turned to mud bot- 
tom in wet weather, thus causing 
serious delay~. 

In many cases bettering these 
yard traffic conditions would re- 
quire only minor alterations. When 
only one entrance and exit is pro- 
vided, for example, it is frequently 


‘ possible to arrange a separate en- 


trance or widen the present entrance 


TIME SCHEDULE 
of a typical coal truck 


Trip 
Time 


4 
= 
v 


WON DAU SW — Z 


370 min. 
TRIP TIM —E 


weight and the driver gets his ticket 
and other delivery instructions. 

5. The chute, wheelbarrow, or 
equipment is loaded; the 


helper, if any, is called, and the 


' truck starts the trip. 


Esentially all of these steps, which 
represent typical procedure, can be 
boiled down to three main tasks: 

1. Moving in, 
yard. 


CREDIT: Good Bo but slow Oo 
O but slow F 
O CASH QQ 


Fair 


Poor 


REMARKS 


Good} FairQ Poor Q— 


Wide truck 1 


Narrow 


A card of this kind for each customer shows how the customer stands 


‘5 Bb. oO O| THROW ING 


+9 


when he can be solicited for a refill, and how the load should be 


delivered 


and unloaded. 


| necessary 
about and out of the | 
| for 


Loading and 
— Time 


414 min. 
8 

34% 

6 

13 


” 


a 
48 min. 


181 min. 


YARD 
DELAYS 


min. 
LOADING 


and relieve congestion at the scales, 
with relatively little cost. More- 
over, observation of trucks in the 
yard usually shows definite points 
at which trucks must backtrack and 
|}maneuver to load or turn. Minor 
' changes, which cost little or noth- 
ing, frequently are all that are 
to eliminate these time 
And a saving of a minute 
each truck, each time it en- 
ters the yard, mounts up quickly 
into hours. 

Careful observation in a _ large 

;number of yards reveals that trucks 
lose time in getting in and about 
the yard at four points: 

1. At the entrance to the yard: 

Arriving trucks frequently become 
| congested at this point, with the re- 
| sult that movement almost ceases. 

2. At hoppers or other loading 
| points: These points should be suf- 
| ficient in number and_ widely 

enough separated to permit free ac- 

|cess without delay or maneuvering. 
| 3. At turning points in truck 
|lanes: Many yards have sacrificed 
| turning space for trucks in order to 
| provide more storage space. But in 
most cases the gain in storage space 
}does not compare with the cost of 
| delaying the trucks. 

4. At the scale: Waiting at the 
| scale cannot always be avoided, but 
| space should be provided for quick 

maneuvering when split-board loads 
must return to the yard after each 
weighing. 

(To be continued.) 


wasters. 
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Don’t Send a 1 Telegram by 
Parcel Post ! 


There is nothing tricky or mysterious about the ability 
of certain media to produce quickly. Daily papers are read 
for the News, and the paper that supplies the news speedily 
gives the advertiser action. 


This is an age of action, and a daily paper gives it. 


Look over the pages of Automotive Daily News— 
notice right now that we are running February car 
registrations. Commercial car registrations appear in 
Automotive Daily News a week, a month and even two 
months ahead of any other medium. That service means 
high reader interest. But there is more service. Fields is 
made president of Chrysler. Chevrolet has a salesmen’s 
convention, new machines are introduced, new accessories 
marketed and hundreds of other news items are 
broadcast overnight. 


We print more columns of live news, and more news 
items from the automotive industry, more registrations, 
and do this all quicker by days and weeks than any other 
automotive paper. 


As an advertiser don’t you want your sales message 
right next to the news material that produces the highest 
reader interest in automotive reading matter? 


If you want action for your advertising dollar a daily 
paper will supply it. 


The Advertiser is served best by the paper that serves best 


Automotive B aily News 


H. A. TARANTOUS, Business Manager GRAYBAR BUILDING, NEW YORK CITY 


WESTERN OFFICE DETROIT OFFICE EASTERN OFFICE 
Willard R. Cotton, Mer. Geo. M. Slocum, Mgr. J. Edward Schipper, Mgr. 
333 No. Michigan Ave. Fisher Building Graybar Building 

Chicago, Ill. Detroit, Mich. New York City 
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Pennsylvania Car Sales | 
Show Spurt in February 


EW YORK, March 18.—Showing 

a sharp upturn, retail sales of | 
mew passenger cars in Pennsylvania 
in February amounted to 8,859, as 
against 6,407 in January, an increase 
ef 37 per cent., according to com- 
plete registration figures now avail- 
able from that state. 

Car sales continued to run behind 
a@ year ago, however, the February | 
total comparing with 12,209 in the| 
corresponding month of last year, a 
decline of 27 per cent. 

For the first two months of this 
year, registrations in the 
amounted to 
with 21.656 in the corresponding | 
period of last vear, a decline of 31 
per cent. 

Sales of eight makes of cars in 
Pennsylvania in February exceeded 
those of the corresponding month a 
ear ago, while the sales of five cars 
ere very close to those of Feb- 

ruary, 1930. 

Registrations of Auburn last month 
amounted to 134, as against 70 a/ 
year ago; Cadillac sales were 57, as | 
compared with 24; Cord showed 9 to | 
4; Dedee, 349 to 346; Lincoln, 17 to | 
12: Studebaker, 214 to 210; Viking, | 
11 to 5, and Willys-Knight, 70 to 62. | 

Buick registrations in February 
totaled 490, as against 492 a year 
ago; Graham showed 130, as against | 
139; Hupmobile, 121 to 128; Pon-| 
tiac, 383 to 390, and Willys, 182 
te 186. | 

Sales of five makes of cars in the 
first two months of this year ex- 
ceeded those of the corresponding 
period of 1930. They were: Auburn. 
172 te 121; Cadillac, 110 to 62; Mar- 
mon, 171 to 144; Viking, 17 to 10, 
and Willys, 308 to 271. 

Buick sales in the two months’ | 
Period totaled 832, as against 871 in 
1930. 

Following are the new car regis- | 
trations for February in Pennsylva- | 
nia, as compared with the corre- | 
sponding month of last year and | 


Nash 
Oakland 


Oldsmobile .... 


Packard 
Peerless 
Pierce 
Plymouth 


| Pontiae 


Reo . 


Studebaker 


Stutz 
Viking 

| Whippet 
| Willys 


state | Willys-Knight.. 
15,246, as compared | Miscellaneous 


Totals 


Arrow .,, 


187 
107 
346 
134 
17 
36 
148 
383 
38 
214 
2 

il 
38 
182 
70 
39 


. 8,839 


223 
146 
371 
150 
33 
50 
197 
390 
59 
210 
6 

5 
80 
186 
62 
36 


12,209 


VE DAILY 


138 | 
50 | 
153 | 
101 
26 | 
27 | 
146 | 
211 
35 


163 


| 
37 | 
126 | 


18 | 


670 
97 


Pontiac 

Reo 
Studebaker 
Stutz 

Viking 
Whippet 
Willys 
Willys-Knight 
Miscellaneous 


“ 


19 


10 
2 
271 
134 

74 


Totals 21,656 


*Not on the market at that time. 


CHICAGO DEALERS SEE 


| plant. 
10% GAIN FOR MARCH |< new plant, expected to be) 


Chicago, March 18.—Despite the 
blizzard and heavy snowfall which 
practically paralyzed transporta- 
tion here for several days last week, 
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| YOUNGSTOWN PLANT _ 
PLANS NEW FACTORY 


Youngstown, O., March 18.—Indi- | 
cations that Youngstown Sheet and | 
Tube Company, one of the largest | 


domestic steel units, shortly will 
make a stronger bid for automo- 
bile steel business is seen in the 
}announcement by James A. Camp- 
bell, chairman, that the company’s 
directors will be asked to approve 
| the construction of a new sheet 


uilt at the Brier Hill works in 
Youngstown, is expected to cost ap- 
| proximately $10,000,000. In connec- 
| tion with such an expansion, which 
| the company considered and then 
| dropped in 1929, Campbeil told 
| shareholders, “it has been demon- 


yey ar | @ survey just made ameng Cnteage | strated that the old method of pro- 
6,407 | automobile dealers and distributors | ducing sheets is rapidly becoming) fall, but it has passed its 1930 rec- 


*Not in production at that time. 


Following 


tions for Pennsylvania 


two months 


of last year: 


Auburn 
Austin 
Buick 
Cadillac 
Chevrolet 
Chrysler 
Cord 

De Soto 
Dodge 
Durant 
Essex 
Ford 
Franklin 
Graham 
Hudson 
Hupmobile 
La Salle .. 
Lincoln 
Marmon 
Nash . 
Oakland 


Oldsmobile i; 


Packard 
Peerless : 
Pierce- Arrow 
Pivmoeuth 


the preceding month: | 


} 


Feb., 
1931 
134 


22 


Feb.., 
1930 
70 


1931 
Auburn 38 
Austin : 
Buick 

Cadillac 
Chevrolet 
Chrvsler 

Cord 

MEO co cccce 
Dodge 

Durant 

Essex 

Ford 

Frarklin 
Graham 
Hudson 
Hupmobile 

La Salle .... 
Lincein 
Marmon 


Do You Want Coun- 


ty Registration | 
Figures? 


492 
24 
2,977 
292 

4 

238 
346 


NY one desiring names | 

and addresses of new || 
Passenger car buyers by 
cities, towns and counties |! 
may procure them at nom- 
inal cost through the Service || 
Department of Automotive | 
Daily News. 

In addition to the passen- 
ger car service mentioned 
monthly, reports by counties 
may be purchased, giving 
the number of each make in 
each county. Similar re- 
ports are available for com- 
mercial cars, except the 
names and addresses of 
purchasers. 

Whatever service you 
want regarding the sales of 
passenger cars or trucks, we 
believe it will be to your | 
advantage to get in touch 
with our service 
ment. Dept. S, Automotive || 
Daily News, Graybar Bldg., || 

New York city. 


depart- || 


| Virginia 
| West Va. 


Jan., | 


| Delaware 


Florida 
tdaho 
illinois 
Maryland 
Montana 
Nebraska | 
N. Car'lina| 
N. Dakota | 


| Ohio | 


ibregon 
Penn 

Kh. Isle, 
S. Ca'lina 
Utah 


Wisconsin 
D. of Col. 
Totals | 
| Ala.,’30 | 
| Del. 30 | 
| Fla., "30 | 
| Idaho, "30 | 
) 1, 50 

| Md., "30 

| Mont., "30 
Neb., 3 
ec. 4 

IN. D.,’3 

| Ohio, "5 

| Ore., "3 

| Penn.,”: 

| R. 0. °3 
S.C... "3 
| Utah, ”: 


| Va., 30 
| W. Va., "3 


Wis., 30 
D. of C., "3 
Totals, ’30 | 


*Not im production at that 


are new 


of this 


w 


Ww ww 
TI ww WwW Ww!) w 


321) 


car 
in 
year, 


1931 
172 
42 
832 
110 
364 
393 
9 
229 


543 


+ 


registra- 
the 
as 
pared with the corresponding period 


first | 
com- 


brings a prediction that March 


sales of cars in this city will exceed | companies either have constructed | 


lobsolete and several large steel 


| MILWAUKEE PLAN 


REPORT DEFINITE 
UPTURN IN TRADE 


Milwaukee, Wis., March 18.—New 
| businesses and new accounts re- 
ceived since the first of the year at 
|the Unit Corporation of America 
| indicate there is to be a general im- 
| provement in business during 1931, 
| W. H. Schmidt, president, stated. 

“There will be apparently a defi- 
nite recovery during 1931 in the 
| commercial truck field,” Mr, 
Schmidt stated. “Indications since 
| January 1 are that a substantial 
|improvement in this field will be 
| shown over 1930.” 

Not only has the excavative divi- 
sion of the Unit Corporation shown 
an increase in business since last 





| ord, according to Mr. Schmidt. 
Improved conditions are also re- 


those of February by 10 per cent.| or are constructing units for pro-| ported by the Sterling Motor Truck 


The month-by-month increase in 


| sales that began in January and 
| continued 
month of February is taken byY| methods for producing sheets and | are 


throughout the 


ducing sheets under new methods.” 
| The Sheet and Tube management, 


Carl G. 
general 


to 
and 


According 
secretary 


Company. 
| Hayssen, 


short | Campbell said, is studying improved | manager of the concern, 1931 orders 


considerably ahead of the 


1930 | those in the trade to indicate the) axnects presently to make a defi-| same 1930 period. 


121 | 
+ | 
871 
62 
4.730 
555 
13 | 
383 
570 | 
284 
953 | 
383 
103 
273 
398 
313 | 
121 | 
36 | 
144 | 
442 
242 | 


632 | 


beginning of a steady upward curve 
from now on for the next four 
months. It may, in the opinion of 
the dealers here, extend through- 
out the year. 

So far as 
concerned, 
their prediction of an increase over 
February upon the volume secured 
during the first half of the month, 


the March record 


as well as the number of pending | 
practically at the| 


deals that are 
point of being closed. 


Except for the interference of the | 


blizzard temporarily, this winter 


has been one of 


mildness, a factor that is cited by | 


dealers as” accounting largely for 
making motorists more car-buying 
conscious than they would other- 
wise be at this season of year. 
The fact that the seasonal 


is | 
those in the trade base | 


record-breaking | 


im- | 


| nite recommendation to directors. 


E. L. CORD FINANCING 
NEW CENTURY AIRLINES 


| Chicago, March 18.—In direct 
competition with railroad rates and 
providing frequent service between 
its terminal cities, the first unit 
of the Century Airlines will offi- 
|cially be opened here March 23. 
Simultaneously, planes at the other 
five terminal cities will take off. 

The new line is being financed 


|}and managed by the Cord group 





vice-president 
William Bliss 
manager in 


L. B. Manning as 
and general manager. 
| is assistant general 
charge of operations. 


312? provement is still functioning, even | 


72 | 
80 | 
389 


though moderately, 
hopeful and encouraging sign 
among those in the local trade. 


Chevrolet 
Chrysler 


367 | 
103 | 
667, 
149 | 

2569 | 
722 j 
301 | 
945 | 
571] 
281 | 

2215 | 
359 | 

2479 | 
153 | 
436 | 
176 | 

1401 | 
338 | 
1050 | 


15701 | 
733 | 
120 | 

1172 
231 | 
3416 | 
855 | 
244 | 
1207 | 
639 | 
193 | 
3046 | 
733 | 
2977 | 
242 | 
424 | 
140 | 
1020 | 
424 | 
1178 | 
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time, 
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125, 19274] 1245; 43/ 


1153/ 


is taken as a| CLASSIFIED ADVERTISEMENTS | building 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


} 


me! % 


with E. L. Cord as president and| 


| “A gratifying amount of orders re- 
|ceived since January 1 has prompt- 
jed us to increase our working force 
| gradually, and we are now operat- 
| ing at about 60 per cent. of capacity, 
| with good possibilities of steady in- 
creases to a normal rate,” Mr. Hays- 
sen stated. 
| February orders of the Allis- 
Chalmers Manufacturing Company 
| showed a substantial increase over 
| January, according to W. A. Thomp- 
son, secretary and controller. Ac- 
|cording to Mr. Thompson, defipite 
| gains are being made in the tractor 
| division. 
$50,000 FORD HOME 

Vallejo, Cal., March 18 (UTPS)— 
The Acme Motor Company, Ford 
| dealer of Vallejo, will erect a $50,- 
| 000 automobile salesroom and service 
at Sonoma and Main 
| Streets. Claude Barton is the archi- 
tect. 


CUMULATIVE NEW PASSENGER 


Graham 
Hupmobile 
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SHARON STEEL HEAD 


SEES BUSINESS GAIN 


Orders 


steels 


Youngstown, O., March 18 
from consumers of automobile 
indicate “very definitely that busi- 
ness is on the upturn,” Severn P 
Ker, chairman of Sharon Steel Hoop 
Company, states. While no unusu- 
ally large tonnages for steel are 
being placed yet, he said 
day’s business shows some im 
ment 

Ker's viewpoint on the steel trend 
particularly as applied to the mar- 
ket for sheets and strip, is more 
optimistic than on February 14 
when he told the company’s stock- 
holders “there at this time some 
evidence of improvement which is 
expected to continue.” The com- 
pany opened-the year with an ex- 
tremely light order book and with 
a slow demand for the company’s 
products, he said. 

Operations of Sharon Steel Hoop 
Company, largely dependent on the 
automobile industry, are now ap- 
proximately 60 per cent. of capacity 
with steel ingot production tempor- 
arily at 66 per cent. The company’s 
sheet department at mid-week was 
at capacity. Improvement in auto- 
mobile steel demands should be re- 
flected immediately in operations of 
the company’s three plants 

A steady stream of automobile 
body sheet orders is coming to 
Mahoning valley sheet manufactur- 
ers, of which Sharon Stee] is one. 


as each 


prove 


iS 


M’QUAY-NORRIS REPORTS 
SHARP SALES INCREASE 
St. Louis, March 18.—Business for 
the McQuay-Norris Manufacturing 
Company during the month of Feb- 
ruary showed a decided increase over 
January this year and over February, 
1930. The increase was divided over 
the entire line. Piston rings showed 
the largest increase, with pistons, 
pins, valves, bearings, bolts and 
bushings in the order named. The 
piston ring plant of the company 
here has been on a night shift basis 
for several months. 


REGISTRATION STATISTICS, 


Alabama | _ 
Delaware . 
Florida = 
ae 
i tae 
| 


1 
4 
6 
2 


Idaho 
Hlinois — 
Maryland 
Montana | 
Nebraska | 
N. Car’ final 
N. Dakota ee 
Ohio 
Oregon 
Penn. 

Rh. Isle. 

S. Ca’lina 
Utah 
Virginia 
West Va. 
Wisconsin 
D. of Col. 
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‘TILDEN BRAKE SERVICE 


18.—The 
specialized brake 
developed dis- 
just released by S 
of Tilden’s 
estab- 
ates five 


oklyn 


Brooklyn, N. Y¥., March 


extent to which 


service has been is 


closed by figures 
G. Tilden, 
Brake 
lished 


president 


Service. This concern 


in 1923, now opel 


brake service stations in 


and Long Island City 


Last year in the five Tilden shops 


slone, 60,000 cars passed over eight 


electro-pneumatic brake testers; 7,- 


500 brake 


on seven brake drum lathes 


drums were reconditioned 
and two 
arloads of Raybestos brake lining 
were used in relining the brakes of 
15,000 cars 
totaled $6,500 


furnished 


Taxes paid by Tilden's 


and employment was 
brake 


$100,- 


an average of fifty 


who received almost 


and wages 


FORMER PARMELEE HEAD 
JOINS JOHN R. THOMPSON 


experts, 
000 in salaries 


Chicago, March 18 
McCulloch, formerly 
the Parmelee Transfer Company, 
returned to active business again 
Tuesday, when he was. elected 
chairman of the board of directors 
and treasurer of the John R 
Thompson Company at 
meeting of the stockholders and di- 
rectors. Mr. McCulloch will be ac- 
tively identified in the management 
of the company 


Charles A 
president of 


PILOT-RAY CORP. SHIPS 
CARLOAD TO AUBURN CoO. 
Los Angeles, March 18.—The Pilot- 
Ray Corporation has shipped its 


first carload of Pilot-Ray lamps to | 
the Auburn Automobile Company at | 


Auburn, Ind This makes eleven 
automobile manufacturers that are 
now using these auxiliary lamps, ac- 
cording to G. E. Fabry, sales man- 
ager. 
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SHOWS BIG EXPANSION 


the annual | 


—i 4 


‘SHIPMENTS OF TIRES 
GAIN IN JANUARY 


York, March 18 
of pneumatic casings for the month 
to 3,744,349, 
ove! 
cent 


New Shipments 
amounted 
11.4 
although 


of January 


an increase of per cent. 


15 per 
January a year ago, 
atistics released by the Rub- 


‘ 


\O- 


December, 


under accord- 


ing to sit 


ber Manufacturers’ Association 


day 

This organization reports pneu- 
matic casings on hand January 31 
8.957.207, representing a decline 
of less than 1 per cent. under De- 
cember 31, but 24.9 per cent. below 
January 31, 1930 

Production of 
for the month of. 
at 3,674,627. an increase of 
cent. over the December 
2,814,086 

Production for January @ year ago 
amounted to 4,486,077 casings 


TIRE CONCERN ENLARGES 
TWO SERVICE STATIONS 


as 


= umatic casing 
January is place 
30.6 

figure 


per 


ol 


Jersey City, N. J., March 18 
The Newark Tire and Rubber Com- 
pany of 516 Bergen Ave., which 
opened its newly enlarged sales and 
service station last fall, announces 
that increased business has forced 
the concern to increase its facilities 
in Hudson as well as Bergen 
county. 

“The increase in Hudson county 
made it necessary for us to enlarge 
our Jersey City service station, and 
we were also forced to seek larger 
quarters in Bergen county,’ Thomas 
J. Lanes, president, says 

The newly enlarged service 
tion is at Palisade Avenue 
Bennett Road, Englewood. 


Sta- 
and 


FORMS SERVICE CONCERN 
East Orange, N. J., March 18.- 
The One-Step Service, Inc., has 
been formed here by Harry H. Pick- 
ing, Charles O. Geyer and Frances 

E. Lynch, East Orange. 
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Motor Buses Threatened 
By Unfair State Taxes 


CHICAGO, March 18,— Common! within the United States, but the 

number of bus passengers is only 3 
per cent. using public 
highways. 

“Annual taxes paid by motor buses 
amount to 7.2 cents out of every 
dollar they take in, All public util- 
ities, including railroads, pay average 
taxes of 4.5 cents out of every dollar 
they receive. 

“More than 85 per cent. of special 
bus taxes go directly into highway 
funds for improvement and main- 
tenance. 

“Unreasonable taxes will have two 
serious effects: (1) To increase the 
|cost of transportation to bus pas- 
sengers and thereby discriminate 
against them in their use of the 
highways; (2) To force many useful 
bus lines out of business 

“Service, rates, equipment 
sonnel, etc., are nOw supervised by 
state authority identical with or 
similar to commissions which regu- 
late railroads and other public util- 
ities Existing regulation includes 
not only the power to supervise 
operations, but also to deny the 
privilege of using the public high- 
ways if the bus Operations are not 
properly conducted. 

“Forty-six states regulate buses by 
requiring a certificate of conven- 
ience and necessity; by requiring 
public liability or indemnity insur- 
ance, by regulatng rates, facilities, 
hours of service and safety of oper- 
ation in all particulars. 

“Nearly 2,000 rules regulating bus 
operation in the United States have 
already been established by state 
legislation, covering practically ev- 
erything concerning motor bus op- 
eration from minute mechanical de- 
tails to the schedules upon which 
service is rendered. 

“Progressive leaders in the trans- 
portation industry recognize that 
the bus when properly co-ordinated 
with rail transportation will never 
seriously invade the railway field. 
It occupies a distinctive field of 
transportation. They believe, too, 
} that properly and fairly regulated, 
the bus can also be made even more 
useful as a supplementary service to 
| railroad transportation. The motor 
bus has grown rapidly because of 
the public convenience and neces- 
sity which it serves. Much of its in- 
trinsic advantage comes from the 
fact that it can carry large and 
small groups of passengers at great 
frequency of schedule, with a mini- 
mum of equipment, and transport 
_ passengers in many instances nearer 

1,904 their destinations. It is economical], 

388 yet enjoys no subsidy or special] priv- 
9772 ilege. It more than pays it share of 
‘iianaee highway improvement and mainte- 
_ 2,074 nance.” 
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2.503 STAR FIRESTONE DEALER 
1,003 ON COAST HONORED 


~ 613 

8339) Ellensburg, Wash., March 18.— 
1,133 | Members of the staff of Camozzy & 
ae 8,839 Williams, Ellensburg Firestone deal- 
er, were guests of the Firestone 
Tire Company at a banquet at the 
Antlers Hotel here. The occasion 
was the presentation of a trophy 
for being the highest dealer in the 
Pacific Northwest in a tire sales 
contest recently conducted by the 
| Firestone Company. Among those 
attending the banquet were P. W. 
Pym, manager of the company’s 
Seattle branch; Gordon Helmich, 
manager of the company’s truck 
division, and R. B. Horn, district 
salesman for eastern Washington. 

DAHLSTROM DOOR BOOSTS 
SCHEDULE OF PRODUCTION 
Jamestown, N. Y¥., March 18 
Production schedules have been ma- 
terially increased during the past 


carrier motor buses are exten- 
sively regulated and as a group pay 
larger taxes than any other public 
utilily, according to G. E. Wick- 
man, president of Greyhound Cor- 
poration, which through its sub- 
sidiaries operates the largest fleet 
of motor buses in the United States. 

Mr. Wickman says: “Proposals 
now pending in many state legisla- 
tures would, if enacted, stifle the 
tuture public service of the bus in- 
dustry by imposing grossly unfair 
and discriminatory taxation and 
regulation which are altogether un- 
necessary in the public interest. 

“The motor bus has already 
demonstrated its essential place in 
the country’s transportation system. 
It welcomes the constructive co- 
operation of the legislatures in the | 
states in which buses are operated. 
Its economic function is established. 
It is entitled to such _ legislative 
protection as will enable it to main- 
tain and develop its service in the 
public interest. 

aa buses last year carried 
nearly 2,000,000,.000 passengers. Any 
legis lation that affects the economy 
and convenience of the motor bus 
is of wide public interest to millions 
of people who depend largely, if not 
solely, upon the bus as a means of 
transportation. 

More than 33,000 common carrier 
buses operate over 325,000 miles of 
highway through every state, con- 
necting thousands of cities and rural 
communities in a convenient, flexible 
and economic network of transpor- 
tation. More than 12,000 buses oper- 
ate in city service. This constitutes 
a comprehensive system of trans- 
portation extending from East to 


of the total 


per- 


serving communities which have no 
other means of transportation avail- 
able to them. 

“Railroads, buses and private au- 
tomobiles ere now the principal 
means of passenger transportation 
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fortnight at the plant of the Dahl- 
strom Metallic Door Company, as 
the result of the receipt of sizable 
interior metal trim contracts from 
several automobile manufacturers. 
Output is being stepped up trom 
week to week in all departments and 
the company is expected to be oper- 
ating on normal schedules betore 
May 1. 
WILL ERECT GARAGE 
South Orange, N. J.. March 18— 
7 ],300 | ‘Julian Leadbeater of Maplewood 
| will erect a garage at 450 Valley St., 

141| 75,198 | this place, for E, O. Bockman, auto- 
mobile dewpler, 
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De Vaux WiLL 
Perform VTS WAY 


To {ales Records 
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Experienced distributors know the sales possibilities of an 
automobile that can out-demonstrate the cars in its price 
range. Superior demonstrations create valuable word-of- 
mouth advertising and produce quick sales. The speedy 
and powerful DeVaux 6-75 was designed by Col. Elbert J. 
Hall to be its own best salesman. 


Its beauty is distinctive. Its performance is CONVINCING. 
The faster get-away of the DeVaux Six accepts any challenge 
in traffic or on the highway. Quicker pick-up speeds the 
DeVaux to 70 miles an hour in a matter of seconds. 


Quite naturally many of the nation’s foremost 
merchandisers are joining the De Vaux - Hall 
forces to handle this exceptional motor car. 


Prices Start at Sir: Please send me complete information on the De Vaux Franchise. 


*OOD yi 
Address 
f. o. b, Grand Rapids De Vauk-Hall Motors 


Corporation, Grand Rapids, 
Mich, eg Oskland, Calif. Now Handling 





